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CENTRAL BUREAU FORMED 


E. G. Richards President of New Organ- 
ization—Pian Should Benefit Local 
Agents. 

At a conference held in the rooms of 
the National Board of Fire Underwrit- 
ers in New York City, on Thursday and 
Friday last, organization of the Central 
Electric and Lighting Bureau, was ef- 
fected, the following named prominent 
underwriters being chosen officers and 

directors thereof for the first year: 

President, E. G. Richards, United 
States Manager North British and Mer- 
cantile Insurance Company. 

Vice-President, John W. Cofran, asso- 
ciate Western manager Hartford Insur- 
ance Company. 

Executive Committee: R. M. Bissell, 
vice-president Hartford Fire Insurance 
Company (chairman); A. B. Andrews, 
manager South Easctern Underwriters 
Association,Atlanta; Louis Weiderhoid, 
secretary Undedwriters Association of 
the Middle Department; F. W. Jenness. 
secretary Underwriters Association of 
New York State; George W. Law, of 
Law Brothers, Chicago, Western man- 
agers Royal Insurance Company; Joseph 
H Lenehan, Chicago, Western general 
agent Phenix of Brooklyn; Charles G. 
Smith, secretary German American In- 
surance Company. 

The new association is the logical 
outcome of the inconsistent and wholly 
indefensible manner in which street 
traction business is written at the pres- 
ent time, the rates and regulations upon 
practically identical hazards varying 
widely in the different rate-making ‘er- 
ritories. The purpose of the organiza- 
tion was set forth in the following lan- 
guage, when the idea was put before 
the New York Association for adoption 
in May last: 

“« ‘Whereas,The concentration of finan- 
cial control of Electric Railway proper 
ties and allied classes has produced 
conditions which threaten the gradual 
loss of the business to Stock Compa- 
nies under present methods of contro] 
by the various Underwriting Associa- 
tions.’ 

Rates and Resolutions to be Observed. 

“There is no purpose to abrogate 
rates, nor abandon rules or form regu- 
lations, and such action is specifically 
provided against. The Central Com- 
mittee wouid have no occasion for in- 
tervention nor for assuming jurisdic- 
tion in any case where the loss of the 
business to stock companies was -not 
threatened, and where any line is suc- 
cessfully handled there would be no 
reason nor excuse for disturbing the 
status quo. 

“Tt has, however, become so apparent 
to managing underwriters that it is vi- 

(Continued on page 12.) 





DIRECTORY OF DEPARTMENTS 


New York and Boston, Thursday, November 18, 1909. 


Organized 1853 


THE HOME 


Insurance # Company 


Elbridge G. Sn 
MAIN OFFICE, 56 


New York 


ow, President 


CEDAR STREET 


CASH CAPITAL. $3,000,000. 


Assets, January ist, 1909 ... 
Liabilities (including capital) 

Reserve as a Conflagration surplus 

Net Surplus over all liabilities and res 


SURPLUS AS REGARDS PO 


$24,856,499 
14,978,677 


erves 
LICYHOLDERS, $13,682,821. 


Insures against loss of real and personal property, rental income, 


use and occupancy, 


earned profits and 


commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 





North British 


Entered United States 
1866 


and Mercantile 


Established 1809 





Boston conflagration, November, 1872. 


Insurance Co. 


We paid our policyholders 


$742,007.56 








and Trust 


Agency Contracts Made 


PITTSBURGH LIFE 


W. C. BALDWIN, President 


Company 


Direct With Solicitors 





ASSETS - - <= - 


All other Liabilities 


Insurance in Force - 


Reserve on Outstanding Policies’ - 


Assets in excess of all legal requirements, $1,729,981.65 


° - $23,549,229.15 


$21,401,598.00 
417,649.50 


- $80,000,000.uu 





Home Office 





Pittsburgh, Pa. 








$3.00 a Year; 15c. per Copy. 


TO BRADIGATE A SCOURGE 


CAMPAIGN AGAINST HOOK WORM. 


insurance Companies Join In War On 
Disease Now Prevalent In The 
South, 


The Atlanta Chamber of Commerce is 

has 
of a 
ravaging the 


responsible for a campaign which 
for its the 
scourge—hook-worm 
South. 
commercial 


object eradication 
now 
It requests the co-operation of 
the insu 


bodies, press, 


ance companies and public spirited 
citizens in the task outlined. 

The question was brought to a point 
was transformed to action 
Wilmer 


Southern 


where hope 
introduced by 
the 

of Atlanta, given herewith: 


by a resolution 
L.. Moore, president of 
States Life 

“Whereas, we learn through the pub- 


lic prints, and from the reports of 
physicians, that several millions of the 
people of the South are affected by the 
hook worm disease which incapacitates 
them for work, renders their lives mis- 
increases the mor- 


the 


erable, and greatly 
reduces productive 


South, 


tality, while it 


especially in ime 

rural districts, and whereas learn 

from competent medical authority that 

the disease is curable at small expense 
most cases, therefore be it 

‘Resolved, by the Directors of the At 
‘anta Chamber of Commerce, that we 
request the State Board of Health in 
each of the Southern States to take 
steps for the eradication of this disease, 
through a systematic campaign of edu- 
cation, similar to that which i 
vaged against tuberculosis 

“Resolved, further, that 
he Boards of Health to 
ubmit to their 
uch measures as will 
family to provide the 
ment to prevent 
of the disease, 

“Resolved, further, that we request 
the insurance companies, doing  busi- 
ness in the South, to co operate actively 
n this work through their numerous 
izenicies.” 

Receives Hearty Response. 

“Progress,” the official organ of the 
Atlanta Chamber of Commerce, gives 
letters received from a number of life 
insurance companies, from which we 
give the following extracts: 

Massachusetts Mutual: * 

willing to co-operat« th the au- 
thorities of your State in this most 
worthy enterprise, so far as we may 
properly do so.” 

Northwestern National: “We 
feel it a privilege to in eve 
possible.” 

Franklin Life: “We hasten to assure 
you that you have the _ heartiest co- 
operation frem this company in your 
proposed fight, etc.” 

Prudential: “The matter will 
our careful attention.” 

Travelers: “Will exert ** every in- 
uence that it may with propriety exert 
in behalf of the improvement and pre- 
servation of the public health.” 
Germania: “This company 
glad to co-operate to a reasonable ex 
tent in any undertaking which has as 

(Continued on page 6.) 
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respectiv 
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} 


shall 
ry way 


assist 


have 
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BIGHTBEN PER CENT ON PAR s.css=9 routine work tr tw 


The following resolution was adopted: | 
AN INTERESTING STATEMENT. “That,hereafter the fiscal year of this | 
company shall end with the close of 
business hours on December 31st of each 
year and that the matter of considering 
and declaring dividends be made annual | 
et eee instead of semi-annual.” 
At a recent meeting of the board of President Averett stated that, in his | 
‘ ® em ~~ Opinion, it was in order to take up the 
directors of the Co-operative Agency question of declaring a dividend. After 
Company of Rome, Ga., which corpora- discussing this subject the following 
tion has charge of the agency affairs or resolutions were offered and unanimous- 
> . if x i ly adopted: 
the — — Life of panysineto - Samived, Shek & Method at 00 ee 
treasurer called attention to inconven- cent. on the par value of the stock be | 
ience and extra expense incident to the and the same is hereby declared to be 
holding of semi-annual meetings, declar- payable February ist, 1910, on all stock 
and sug- cutstanding January 15, 1910, upon 
gested the advisability of having the OT eas dee cadicas aie eee i 
fiscal year of the Agency Company cor- the net earnings of the Company will 
respond with the business year of the justify that the President call a meeting 
State Mutuai Life, that such a move Of the Board of Directors (of the Agency 
Company) for the purpose of declaring 








Co-Operative Agency Company Declares 
Large Dividend and Changes Date 
of Annual Meeting. 


ing semi-annual dividends, etc., 


We want AGENTS TO KNOW that there is no good reason 


why they should not be making BIG MONEY 


A TIP 


Make a contract with the Big 


JAMES PERRY AGENCY 


of the 





PRUDENTIAL INSURANCE CO. 


20 Vesey Street, New York 
AND SELL 





what the public want, the POPULAR LOW COST POLICIES, 


best of all, the New Monthly Income Policy 


and 








would obviate the necessity of the insur- 2) agitional 2 per cent. dividend on the 
ance company making up an extra state- par value of the stock of the company, 
ment each year for the benefit of the to be paid at the same time and under 
the same conditions as the dividends al- 
ready declared. 

The financial statement of the Co-op- 
very expensive, but greatly congests the erative Agency Company, as certified by 


agency company ‘thus saving an enor- 
n.ous amount of work, which is not only 








1894 1909 


The State Life Insurance Company 


INDIANAPOLIS, INDIANA 


UNEQUALLED IN SPLENDID ACHIEVEMENT 
Management Economical———-Growth Unparalleled 


Security of Every Policy Guaranteed by Deposit With the State 
of Indiana 
Assets Dec. 31, 1908, $7,378,853 Surplus, $860,562 
RECENT GAINS 
Admitted Assets Surplus 
1906 ——-$1, 226,696 $74,309 
1907—$1,001 ,409 $27,775 
1908——$1,023,700 $153,161 


UNUSUALLY ATTRACTIVE AGENCY CONTRACTS 


Liberal Commissions Renewals on New Plan Contracts Direct With Company 


Address All Communications on Agency Matters to 


CHARLES F. COFFIN, 2nd Vice-Pres., 1231 State Life Building 














business of both companies and prac- Alonzo Richardson & Co., public ac- 
we : countants is given herewith: 
ASSETS. 
SD Simnthdmencnde setae htaeemmhe rien Deeonte esti $68,808.21 
eM MOE «ss, nw dann wee weeded Weeub ewe oee5b 244,376.68 
IIE «sin, ce the wan ah teu So Se wb wal eke a ommend 185,533.32 
IN II cnn oa 4 Sis 415 d'e ou Mae eehewad Ow oa 7,500.00 
rere re te ree eee 4,321.92 $510,531.13 
Perpetual commission contract (S.M.L.I. Co.) ....... 1,500,000.00 
Stock certificates out for collection ............... 63,968.00 
Unpaid subscriptions—installment stock .......... 315.00 
SONI SIND 6 oh iics sina wlaresdne sack Rk ee We ae Wie Wala qin 2,401.58 66,684.58 
I lots Zag biure dh cbnd a alee Sa arkieen tiene $2,077,215.71 
LIABILITIES 
EEE ists dcandea<cepcaieees ammeh ae es iaamane $83,200.00 
I NI ois. “sa dene cache te alt We cae ie ee oc 9,870.69 
Agents’ contingent commissions .................- 48,312.61 
State Mutual Life Insurance Company, balance due 
on perpetual commission contract ............ 187,543.67 
Berne mate pare a re ere 413.62 $329,340.59 
Dividend (No. 4) payable April 1st, 1909 .......... 86,465.75 
EE Statin kudos cena daa dab iden ataedinkaa $415,806.34 
LIABILITY TO SHAREHOLDERS. 
Capital stock (authorized) ............. $500,000.00 
Eee CEOROEIH BOGOR 6 isicicccccvenswses 12,400.00 
Ob. oy |: ee $487,600.00 
SURPLUS, comprising following items: 
Premium on stock sales (met) ........ $608,217.62 
verived from re-valuation of perpet- 
ual commission contract .......... 514,429.18 
From earnings, after payment of | 
dividend No. 4 as above ........... 51,162.57 
pyige FR A $1,173,809.37 $1,661,409.37 
TE ntiecumuciuexseiieraediyee $2,077,215.71 








As January Ist draws near 


Good Insurance Men 


are looking for bettering their positions by selling HIGHER 
CLASS goods at increased commissions. Those are the class of 
men we want to hear from. 

Our company is STRONG, CONSERVATIVE, BUT EX- 
TREMELY AGGRESSIVE. 

If you would like to work under such a BANNER, address 
with full particulars to 


No. 2 THE FASTERN UNDERWRITER 
105 William Street 





NSURANCE MEN will Note the ifi- 
The N orthwe stern | cant increase in The wis Tn’s 
new business during the past four years. 
IMPORTANT FACTS rel i 
Mutual Life Insurance Co. pe ok are shown by the fellSwing > 
es: 
of Milwaukee oe = Meaty tno 
1905 12.15 67 4.73 
GEO. C. MARKHAM, President 1906 11.76 59 4.72 
A. 8S. HATHAWAY, Secretary 1907 11.81 58 4.76 
1908 10.76 59 4.84 
New Business Paid-For . it js on able < of easy demonstration that 
1905 . ’ . $90,334,038 i sure; oie yo a saved e as mpany to 
ae fy 93,563,452 with its Dividend ¢ Sptions, cid op end Eee 
1907 - + + 102,283,634 oe = of Settlement 
1908 - 5 109,773,709 Issues Partnership and Corporation In- 
. surance. 
Each nt nisanptecer on in the «dot, further information or an Agency, 
i isto: . 
previous history of the Company. H. F. NORRIS, 
Commenced Business 1858. Superintendent of Agencies. 














Insurance Company of New York 





Largest Margin of Assets in Excess 
of Legal Liabilities. 

No Company More Economically 
Managed to-day. 

No o. her company has, by increas- 
ing its scale of annual dividends four 
vears in succession (.906, 1907, 1908, 
1909), reduced premium payments so 
rapidly. 


For terms to producing agents address : 
GEORGE T. DEXTER, 2nd Vice President 














New York City | 





THE MUTUAL LIFE 


OLDEST STRONGEST 
IN IN THE 
AMERICA WorRLD 


34 Nassau Street : New York, N. Y. 
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APPOINTMENT OF AGENTS. 





New York Insurance Department Issues 
Instructions For Compliance With 
Section 91. 





Superintendent Hotchkiss of the New 
York Insurance Department has issued 
a set of blanks, accompanied by proper 
explanations, outlining the  require- 
ments of the Department as to the ap- 
pointment of new agents and the re- 
newal of license for those already en- 
gaged in the business. The latter will 
not be required to file new applications, 
the renewal being granted upon a re- 
quest from the company engaged with. 
The company will use for this purpose 
a special blank designated “B.” For 
new agents blank “C’’ must be executed 
in person by the applicant and approv- 
ed by the company. 

The Department letter of instructions 
is given herewith: 

“Instructions in re-appointment -#f 
agents of life insurance companies, Sec- 
tion 91 Insurance Law as amended: 

(1) The certificate of authority is- 
sued by the department pursuant to 
section 91 of the insurance law, as 
amended by chapter 301 of the laws of 
1909, is a certificate for ‘the current cal- 
endar year.’ (See ‘A’) 

“(2) All agents who have received 
such a certificate issued under the 
amended section 91 have filed with this 
department the application required 
under the section, duly countersigned 
by the comnany, and such agents will 
not be required to file another applica- 
tion with the department. Their re- 
newal certificates will be issued upon 
the request of the company submitted 
on the enclosed blank (“B”), the com- 
pany furnishing all information there- 
in called for. 

“(3) Agents who have not filed with 
the department the application required 
by section 91 must execrte the enclosed 
blank (“C’’), duly countersigned by the 
company. 

“That provision contained in section 
91 reading as follows: ‘which must be 
renewed annually on the first day of 
Janvary or within six months there- 
after’ is construed by the department 
as meaning that there exists a neriod 
of six months in which the certificates 
of anthority may be issued. 

“The companies should file at the 
earliest practicable date their renewel 
lists, (see “B’) and their applications 
(see “C” for the calendar vear 1910. In 
the event of filing applications for 1910 
(see “C’’) prior to January first of that 
vear for certificates to agents now 
licensed by the department, advise in 
writing that the anplications are of 
such a character. The earliest possible 
attention will be given thereto: and it 
will be held by the department that, 
pending the actual issuance of certifi- 
cates of authority all agents are pro- 
tected for the neriod of six months 
from January 1, 1910, provided that 


THE EASTERN UNDERWRITER. 





to refresh your memory, the pamphlet 


is published by The Eastern Underwriter and 
1000..............$10,00 100 





Approaching Large Prospects 
“Many small agents do not sufficiently familiarize themselves with the affairs and 


methods of men of large means, It is difficult for them to think in their terms, to understand 
their methods of doing business. BEFORE YOU APPROACH A LARGE PROSPECT, read over 


*©DO RICH MEN NEED LIFE INSURANCE? ”—rpwanp A. Woons 


The pamphlet referred to, by Mr. Woods, who is one of the largest writers of large policies 
may be obtained at the following prices 


address THE EASTERN UNDERWRITER 


$1.50 5O......... $.90 


105 William Street, New York City 








such agents are now authorized by the 
department. 

“In the cases of applications by the 
company for new agents who are not 
now in possession of a certificate of au- 
thority from the department, the appli- 
cation blank (‘‘C’’) should have en- 
dorsed thereon in red ink, at the upper 
left-hand corner ‘New Application’ in 
order that it may have the immediate 
attention of the department, as the per- 
sons so designated will have no author- 
ity to act for the company until a cer- 
tificate of authority is issued. 


“To aid the department in the neces- 
sary examination of apptications both 
for renewal certificates to such agents 
as have been appointed since May 7th 
of this year and for renewal certificates 
to be issued to agents who now have 
certificates of authority from the de- 
partment issued prior to that date, it is 
desirable that the application for re- 
newal appointments (“B”) and the ap- 
plications for appointment under (‘“C”) 
shall be filed early in December, 1909. 

“The receipt of these instructions 
and enclosures you will] please acknowl- 
edge at once, indicating to the depart- 
ment the number of blank applications 
for renewal appointments (‘‘B’’) and 
the number of blank applications for 
appointments (“C’’) which will be re- 
quired by your company. Immediately 
upon receipt of such advices the blanks 
will be forwarded your home office.” 


Insurance for Professional Men. 





If your were a professional man, a 
doctor, a lawyer or an architect, and 
you died, do you think your executors 
would get as much out of your “bills 
receivable” as vou could if you were 
alive? Hardly. As a matter of fact do not 
many more debtors than is generally 
supposed consider themselves released 
from an indebtedness for professional 
services if their creditor dies? Have 
you ever made this point with profes- 
sional men in your community? A pro- 
fassional man’s assets are made up 
largely of “bills receivable.” He can 
collect if he lives but if he dies his es- 
tate will not fare so well, and there is 
the argument for life insurance which 
you must not fail to use with profes- 
sional men. How many professional 
men have you canvassed lately?—R. T. 
Furman, general manager Reliance Life. 


30 PER CENT. FLAT BROKERAGE. 





Terms of Deal For Business of Union 
Life Reinsured In The Metro- 
politan. 





That toe stockholders of the Union 
Life stand a poor show of receiving 
par in the final distribution by the New 
York Insurance Department is a fore- 
gone conclusion, even though the assets 
liquidate up to the figure allowed. The 
impairment shown by the report was in 
excess of the $50,000 whereas the price 
realized for the business was 30 per 
cent. of the annual premium. Figuring 
this item at $90,000, the amount gained 
by the Union Life as a result of the 
transaction would be ‘but $27,000. 





An Attractive Policy. 





The Massachusetts Mutual Life an- 
nounces that it has “devised and has 
perfected, a policy which, without delay 
and without ‘red tape,’ provides the 
beneficiary with a sum large enough fo1 
bereavement expenses, and, without in- 
terruption, continues the household’s 
monthly income after the supporter’s 
death; or which continues to the insur- 
ed a monthly income during all of his 
elder years, and the same income after 
his death to his wife or other benefi- 
ciary, for life. The instrument is called 
a Monthly Income Policy. It prevents 
loss of protection, and insures continu- 
ance of protection, by restricting the 
beneficiary to a once-a-month check, in- 
stead of paying the insurance in a single 
sum—furnishes maintenace just as 
you furnish it and as your wife now re- 
ceives it.” 





Mississippi Valley Life. 


The Mississippi Valley Life of Little 
Rock, which confines its operation 
Arkansas, has a deposit of $100,000 in 
cash securities with the State as a guar- 
antee on contracts issued. It also pro 
poses to invest all its funds in Arkan 
sas securities, and where possible to do 
so to allow the net premium to remain 
for investment in the locality from 
which it is secured. The strict adher 
ence to this plan will depend, of cours 
upon the available channels for safe, 
profitable inves ‘ments. 

It has a cash. capital and surplus of 
$350,000 and h:s some 25 policy forms 
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$500,000 BUSINESS INSURANCE. 
President Loring of Pillsbury Flour 

Mills Company Makes Corporation 

Beneficiary. 

The Northwestern National Life of 
Minneapolis has insured the life of Al- 
bert C. Loring, president of the Pills- 
bury Flour Mills Company for $500,000 
the latter corporation being designated 
as beneficiary. 

Of the half million insurance, the 
Northwestern National will carry $100,- 
000 and the remaining $400,000 has 
been divided among the Metropolitan, 
Prudential, Provident Life & Trust, 
Mutual Benefit, State Mutual,-Connecti- 
cut Mutual, John Hancock, Phoenix 
Mutual and Massachusetts Mutual. 

Incidentally Minneapolis has given 
substantial evidence of the apprecia- 
tion of the value of corporation insur- 
ance. The late F. H. Peavey of that 
city, was the first Minneapolis business 
man whose life was heavily insured for 
the benefit of his company. The policy 
on Mr. Peavey’s life amounted +o §$1,- 
000,000. A year ago business policies 
of $500,000 each were issued on the 
lives of F. B. Wells and F. T. Heffel- 
finger of the F. H. Peavey company. 
The transaction insuring the life of Mr. 
Loring is therefore the third of its kind 
in Minnesota’s beautiful city. 








Stetson Leach Retires. 





Stetson Leach for the past seven or 
eight years general agent of the North- 
western Mutual Life with headquarters 
at Pittsburg, has resigned owing to ill 
health. Prior to his appointment at 
Pittsburg Mr. Leach was located in New 
York. The Pittsburg agency of the 
Northwestern is one of the best of the 
company, and following the death of 
former General Agent Ayres, many ex- 
cellent field men made an effort to se- 
cure the place. The company, however, 
adhered to its policy of promoting men 
from its own field force 

Button Brigade. 

The “Button Brigade” is the name ot 
a proposed agency organization of the 
Southland Life Ins. Co. of Dallas, Texas. 
Qualification for membership is $100,000 
paid for business, and admittance may 


be secured at two dates during the year 
namely January 1 and July 1 It will 
be formally brought into being January 
11910. 


New Jersey Agency Appointments. 

The following agency appointments 
were made in New Jersey during the 
past week: Fidelity Mutual, B. Marko- 
witz, Trenton. New England Mutual, J. 
Bleakley, Trenton, United States, R. P. 
Tooker, J. V. Irving, C. E. Reynolds, O. 
C. Underhill, Jersey City. 
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JOHN F. DRYDEN, President 


If You Are Tired of Low Wages 


and small opportunities, step into a business in which all 
your ability will count. There’s money in selling 


LIFE INSURANCE 


Write NOW for particulars of an agency contract 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Incorporated as a Stock Company by the State of New Jersey 


Home Office, NEWARK, N. J. 
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DEFINED. 


MUTUAL AID SOCIETY 





Question of Filing Bond Responsible 
For Opinion of Arkansas At- 
torney-General. 





Attorney-General Hal L. Norwood has 
rendered an opinion at the request of 
State Auditor Jobe upon the question as 
to what constitutes a “mutual aid or- 
ganization” and a ‘mutual insurance 
company.” The object of the inquiry 
was to ascertain if a mutual aid society 
of another state could enter the state 
for the transaction of an insurance 
business without complying with the in- 
surance laws requiring the filing of a 
bond. 

The attorney-general holds that with 
the exception of fraternal orders, any 
organizations undertaking to do any 
kind of an insurance business in the 
State under the term “mutual aid so- 
would be amenable to the law. 
Simply because an organization might 
be called an aid society, the attorney- 
general holds, it does not necessarily 
follow that it should be exempt from 
the insurance laws of the State. It is 
the manner of doing business, he says, 
and not the name by which it is call- 
ed, that fixes its status under the law. 

He holds, however, that an organiza- 
tion which is strictly a mutual aid so- 
ciety should not be required to give a 
bond. 

In support of this construction of the 
law the attorney-general says there is 


cieties” 


wide difference between mutual aid 
societies and mutual insurance com- 
panies “The mutual insurance com- 
panies,” he holds, ‘“‘undertake to pay you 
a fixed sum in consideration of a pre- 
mium, usually annual, and the mutual 


element in it consists in the fact that 
the person holding the policy is entitled 
to share in the profits of the association. 
If you bring suit upon a policy of such a 
company, you get a judgment for the 
amount of the policy, and the company 





a field manager. 


TWO GOOD MEN WANTED -—A general agent and 


A Progressive Company—Liberal Contracts. 


Write stating qualifications to “B. B.” Care 
Tue Eastern Unperwriter, 105 William St., New York City 











must pay this or go into bankruptcy. 

“Mutual aid societies, on the other 
hand, only undertake to levy an assess- 
ment to pay the amount of the losses. 
They do not accumulate a fund for the 
Eurpose, like the mutual insurance com- 
panies, but they live from hand to 
mouth, levying the assessments each 
month, to pay for the losses of the pre- 
vious month, and the beneficiaries are 
entitled only to the proceeds of the as- 
sessment. If you bring suit against one 
of them upon one of their policies, you 
simply get a judgment establishing your 
claim, and directing the society to levy 
an assessment upon its members to pay 
it, and all that you recover is the pro- 
ceeds of this assessment. 





Tennessee Life. 


The Tennessee Life of Nashville is 
fortunate in having identified with it as 
officers, men well grounded in the prin- 
ciples of life insurance. J. C. Franklin, 
president, is a capitalist and a man of 
prominence in his community. Vice- 
president R. A. Henry has had 22 years 
practical experience in life insurance 
affairs, while Vice-President and Sec- 
retary W. E. Nelson has spent two 
decades in the business. Assistant Sec- 
retary James D. Mears is also an insur- 
ance man. 

The Board of Directors gives evidence 
of having been selected with great care 
from among financiers and _ business 
men. 


REAL ESTATE HOLDINGS. 





New York Insurance Department Re- 
quires Affidavit Where Five-Year 
Period Is Exceeded. 





A ruling has been made by the Insur- 
ance Depariment of this State, which 
will effect domestic and foreign insur- 
ance companies, that applications for 
permission to hold real estate other 
than that used for principal office pur- 
poses or such as shall be necessary for 
their convenient accommodation in 
their business, longer than five years 
after such realty shall be acquired, 
must satisfy the department by some 
evidence ocher than a mere affidavit 
couched in the words of the statute 
that the interests will materially suffer 
in case such permission is not granted. 
Asked concerning the reason for his 
ruling, Superintendent Hotchkiss said: 

“The policy of New York insurance 
legislation has always been against the 
retention of real estate, other than that 
used by companies in the actual trans- 
action of their business, for a longer 
period than five years after acquisition. 
The law, however, very properly vper- 
mits the superintendent to extend this 
period if serious injury will result from 
a sale. Since the superintendent is thus 
required by law to express a judgment 
as to whether the extension should be 
xranted, he should have more on which 
to base that judgment than a mere per- 
functory statement that the interests in 
the company will be seriously affected. 


BRANCHING OUT. 


Pittsburgh Life Licensed in Virginia— 
President Baldwin Investigating 
Conditions In West. 


With R. E. Jones & Son, of Suffolk, 
as its representative, the Pitsburgh 
Life & Trust has been licensed to do 
business in Virginia. The senior mem- 
ber of the firm is one of the prominent 
bankers of the Old Dominion State, and 
his son has for some time represented 
the Provident Life & Trust. 

With the idea of looking over con- 
ditions with a view to entering the 
company in other States President W. 
C. Baldwin and Medical Director Dr. 
H. A. Baker are now on a trip through 
the West and Southwest. 

It is the purpose to adhere to the 
conservative policy characteristic of 
the company since organization. 





Oklahoma National. 





What its promoters claim will be one 
of the most progressive and conserva- 
tively managed companies in the South- 
west is the Oklahoma National Life of 
Oklahoma City. It is proposed to have 
a capital of $500,000 and a net surplus of 
a like amount. 

The incorporators were John Thread- 
gill, I. C. Thurmond, W. L. Norton, Ed 
T. Johns, W. W. Edwards, R. B. How- 
eth, A. S. Smith, R. A. Rogers, W. A. 
Brooks, F. B. Meek. 





Something Better? 


There is life insurance, fire insur- 
ance, storm insurance and stock insur- 
ance, all of them good enough so far as 
they go, but none of them quite equal 
to the industry that insures against un- 
happiness and want in old age.—Farm 
Journal. 
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Appreciating the need existing for a plain, untechnica] work that will post the ambitious life insurance man as to the essential 
ciple : larl} ply him with information that will enable thé securing of signatures on the 
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POINTERS FOR AGENTS 


How to Secure Prospects. 





Your success in soliciting Life Insur- 
ance is largely a matter of getting to 
the man at the right time. Your local 
newspaper will tell you more on this 
point than any other one source of in- 
formation. Watch it for these: 

1. The announcement of engage- 
ments and weddings: These would 
claim my attention first. I would get 
to the man in each case without fail 
er delay. 

2. I would note the births, especially 
among families of comfortable means. 
A Reliance Continuous Installment 
Policy can be placed here. 

3. Deaths, especially sudden deaths, 
of men who have been in intimate 
touch with many people. Every insur- 
able man among the friends and close 
acquaintances has had a shock which 
makes him a prospect. The estate is to 
be distributed and the beneficiaries will 
be in a position financially to take on 
insurance. Someone else steps into the 
place made vacant in business; there 
are promotions with increases. in 
salaries all along the line—each making 
@ prospect. The large amount of insur- 
ance carried by the deceased argues 
strongly for similar protection for 
others, or the fact that he carried none 
and left an impaired estate is still a 
stronger argument. 

4. The Real Estate news, carrying 
accounts of sales, the filing of mort- 
gages, etc., ought to be watched daily. 
The man who has sold and gotten a 
bunch of money may put some of it in 
Life Insurance business. The man who 
has bought and mortgaged will need a 
policy to cover the mortgage. The 
broker who has just carried through a 
big sale has the commissions in his 
pocket and can buy insurance. 

5. Partnership insurance is coming 
to be as much a necessity of business as 
fire insurance. Therefore, notices of 
the formation of a partnership, or the 
entry of a new partner, opens the way 
for negotiations for such policies. 

6. Election news gives many leads. 
Every man elected to a_ substantial 
office for a period of years, will (if 
physically fit) take a policy covering 
the amount of his salary or fees for the 
term.—Sam Houston in the Reliance 
Life Bulletin. 





SYSTEMATIC WORK. 

It is sometimes said that the man who 
keeps his desk neat, has a place for 
everything and everything in its place, 
never accomplishes anything more than 
the running of his system. We dis- 
agree says the Aetna Life News. What 
such a man accomplishes is generally 
well done, no halfway work about it, 
and at any time when he ceases work 
his system has put everything in order, 
ready to begin the next day. We know 
how absolutely impossible it would be 
for any large manufacturing concern to 
conduct its ‘business without a carefully 
worked out system, by which every de- 
tail of work and cost is accounted for. 
Our own Home Office, with its multi- 
tude of details, has to be run like a 
clock in order that everything shall re- 
ceive attention promptly. We all know 
systematic persons who always have 
everything necessary for their work 
right at hand. How popular these people 
are. Someone is always turning to them 
for information and help, because their 
reputation for orderliness has made 
them useful. 

On the other hand, what a mess of 
things some people make in attending 
to details of living, such as paying 
bills, keeping engagements, returning 
borrowed things, etc. (for the unsys- 
tematic person generally ‘borrows con- 
siderably). We have in mind a man who 
goes around to an office each month to 
settle an account. He is always <« 
month behind, always pays next to the 
last bill instead of the last one. And 
what a sight it is to see him drag forth 
from the inside pocket of his coat a big 
collection of bills, letters, pamphlets 


and what not. He begins to look them 
over, finds some of them paid, some of 
them duplicates; he clings to an ad- 
vertisement on a card as though it were 
of value; finally he, perhaps, is for- 
tunate enough to find the account de- 
sired, though generally he cannot, but 





waits to have another made out. His 
entire life run along thus, over a rough 
bed of unsystematic attempts to get on | 
in the world, but he never reaches 
smooth water. | 

Now there is no pursuit which calls | 
for more systematic work than thatof the 
life insurance solicitor. He must have 
all his ammunition where he can put his 
hand on it at once, and the fact that 
he shows himself conversant with what 
his company is doing and can answer at 
once questions put to him by his pros-| 
pect, more than half does his work for 
him. This knowledge comes only after 
careful study of the policies themselves. | 
Do not take a sample policy out with | 
you untill you have carefully studied it’ 
and understand every sentence and 
paragraph in it. 

Several years ago, someove wrote a 
very good column for the “News” which 
fits in here very well, and it is as fol- 
lows: The insurance agent who lacks 
the bump of order is always in a mud- | 
dle. When he wants an application | 
blank he has either “left it in his other | 
coat pocket,” or he hauls out a mass of | 
dogeared papers which look as if fished | 
out of a waste paper basket, and as like- | 
ly as not finds no application among 
them. He keeps no methodical account | 
of his calls, addresses, etc., and the| 
beter part of the time does not know | 
where he is at. He cannot talk under- 





standingly of his business ‘because | 
everything is in a state of confusion | 
and he is worse confounded than} 


it is. Should such a solicitor wonder | 
why he does not succeed? 

The insurance solicitor who is me- 
thodical is always ready with all things 
having relation to his work, wastes no| 
time “hunting up” papers, or finding | 
names and addresses. He keeps a neat 
Memorandum of each case he has yet 
to close and can put his finger on any- 
thing he wants. 
and zeal it is no wonder such a solici- 
tor does a good business. 

“Order is Heaven‘s first law,” and the 
agent whorecognizes this law and obeys 
it, is far and away better equipped for 
success than the one who does neither. 





The Value of Time. 





You can hoard money and become a 
miser—you cannot hoard time. Every 
minute of time hoarded is that much 
time lost, and the only way you can 
save time is by spending it in profitable 
service, says “Southland,” published by 
the Southland Life of Dallas. In this 
respect no man on earth has any ad- 
vantage of you. You have as much time 
as any agent in the field. It depends 
upon you whether or not this time shali 
be more or less valuable. Improving 
your time means taking advantage of 
opportunities. 

It is possible to work like a street 
car mule sixteen hours a day and ac- 
complish very little. The good life in- 
surance agent rarely ever works more 
than six or eight hours a day, but during 
those hours he writes applications, col- 
lects the first premiums, carefully in- 
spects the medical blanks, and mails the 
completed business to the company. 
Four or five hours additional are made 
equally valuable in arranging plans for 
other work, and there are so many ways 
in which this may be done that it 
would require a book to detail them. 





The Tennessee agency of the Reli- 
ance Life has adopted a daily report 
scheme under which agents report the 
number of people solicited, the hours 
worked, results achieved, etc. The bene- 
fit is two-fold. First it gives a line on 
the effort made by the solicitor and sec- 
ond it affords oportunity for substantial 
assistance from the General Agent. 


Coupled with energy | 


Our Stock Option 


Are you? 





Write for particulars. 


Standard Mutual Life Insurance Company america 
Home Office, Commonwealth Building, Pittsburg 





Sells better than a“ Board Contract” 


Over a million a month since organization 


Our men are all making money. 


This is a proposition for large pro- 
ducers—writers of special contracts. 


Policy sells itself. 





HARTFORD 


Life Insurance 
Company 


Chartered and doing business 
43 years 


Ask about the new 


Monthly Income Policy 


Easy to sell because best to BUY 


For agency contract address 


Second Vice-President 
Hartford, Conn, 





{THE POLICYHOLDERS 


—OF THE— 


EQUITABLE LIFE 


OF IOWA 


are pleased and satisfied. They do 
not lapse. Hence, an Agent’s 


RENEWAL INTEREST 


increases rapidly. See our per- 
centage of ‘‘Insurance Gained’”’ 
for many years past. 

We offer Long Contracts; Fair 
Terms; and have good open 
Territory. 


Liberal Policies - Lowest Net Cost 











FEDERAL UNION SURETY. 
Indianapolis Company a Victor in Case 
in Kentucky, Saving Thereby 
$100,000. 

The Federal Union Surety has 5e- 
cured a verdict in the Circuit court at 
Frankfort, Ky., which will save it the 
payment of some $100,000. Action was 
brought at Frankfort by the Balke- 
Zenda Company against the General 
Supply and Constructon Company 
which ‘built the new capitol. The Fed- 
eral Union Surety was on the bond of 
the principal contractors guaranteeing 
the proper performance of the contract 
for $880,000. It appears, however, that 
the contractors entered into a second 
contract for $219,000 and it is under 
this second contract that the Balke- 
Zenda Company claims some $150,000 
due from the principal] contractors who 
have only $78,000 to satisfy the debt. 
The claim, accordingly, was made un- 
der the bond of the principal contrac- 
tors but the Federal Union Surety 
pointed out that its liability was con- 
fined to the first contract because it 
had never received any notice of, the 
second contract. The court held that 
no notice of any such contract had 
been transmitted to the company and 
it was, accordingly, absolved from lia- 

bility. 





BRANCHING OUT. 





International Fidelity Admitted to New 
York and Pennsylvania—Appoints 
Several Agencies. 

Having been admitted to New York 
and Pennsylvania the International 
Fidelity Insurance Company of Jersey 
City, has appointed Billington, Hutchin- 
son & Company of Philadelphia, its rep- 
resentatives for Eastern Pennsylvania. 
It will select general agents for Buffalo, 
Rochester, Syracuse, Albany and the 
various boroughs of Greater New York. 
John Lane Johns, of Washington has 
been given the representation for the 

District of Columbia. 











( Course of Insurance Education 


Our: Department for Furnishing 


| Prospects. New Model Policy 


Wa Plough the Field and Assure 
the Harvest for Good Agents. 


Phenix Mutual 
Life Ins. 6o., 


HARTFORD, CONN. 


Write Home Office. 








THE GREAT AMERICAN’S 
LIFE BOND 
AGENT’S CONTRACT 
With Monthly Salary 


Something entirely NEW in the 
agency line, securing the 








agent’s work as a 
Permanent Life Investment 
For Particulars Apply to 


THE GREAT AMERICAN 


LIFE INSURANCE COMPANY 
ST. LOUIS, MO. 
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1860 49th Year 1909 


Home Life 
Insurance 
Company 


of New York 


GEORGE E. IDE, President 


IN cpiniecanvee wwe $21,708,901.70 
Liabilities (including Di- 
vidend Endowment 
eee re 
Dividend Endowment 
Fund (Deferred 
Dividends) . 
Net Surplus............ 
Insurance in Force..... 


20,471,723.76 


1,970,463.00 
1,237,177.94 
88,368, 244.00 


The 49th Annual Report shows a 
gain in the amount of insurance in 
force; that assets were increased 
over $1,704,048.00 and that over 
$467,700 was added to surplus ac- 
count. 








| KE. Haynsworth, 
| Davis, J. C. 





November 18, 1909. 








AGENCY REUNION. 





Mutual Benefit Men In South Carolina 
Honor Superintendent of Agents 





Drew. 
Honoring A. A. Drew, superintendent 
ot agents for the Mutual Benefit Life, 


M. M. Mattison, of Anderson, general 
agent of the company for South Caro- 
lina, held a reunion of agents in that 
State, during a recent visit of Mr. Drew, 
which was a pleasant affair. October 
was “Drew month” among the Mutual 
Benefit agents in South Carolina, the to- 
tal business being $359,000, which made 
the total amount examined for the first 
ten months, $2,205,250. 

A feature of the gathering was a ban- 
quet at the Columbia Hotel. In addi- 
tion to F. H. McMaster, Insurance Com- 
inissioner, the following were present: 

A. A. Drew, M. M. Mattison, J. E. 
Norment, Geo. B. Anderson, C. Alex- 
ander, P. E. Barron, P. W. Sullivan, G. 
Jno. R. Craig, W. D. 
Dillingham, L. C. Grice, 
Sam M. Grist, D. H. Henry,F. M. Hodge, 
W. M. Hutson, J. A. McCaskill, J. M. 
McCown, C, A. Malloy, L. S. Mattison, 
T. M. Norris, W. F. Norton, G. F. Par- 
rott, L. S. Townsend, Chas. W. Webb, 
J. Roland Dean, J. C. Cross, Maurice 
Manning, Geo. M. Davies. 

In extending a welcome to Mr. Drew 
on behalf of the agency fore, J. E. Nor- 
ment presented him with a box of 
Southern flowers. The response of Mr. 
Drew must have been one of his char- 








The only Company in the World that 


‘“Insures Lives and 
Guards Them Against 


Provident Savings Life Assurance Society 
35 Nassau Street 


Disease” 


New York 











B 


guarantee and privilege, agents of The Equitable Life Assurance 
United States are 
agents, less fortunately situated, fail. 


Society of the 


Some agents never experience the impetus which the backing 
of a large, ably managed company 
The impregnable strength of 
standard up-to-date policies ; its liberality 
advantages which the most humble re;resentative may enjoy 


insurance. 


and profit by. 


The Equitable is the exemplification of all that is desirable 


in a life insurance company. 
invested ; 
interest of its policy-holders ; 


The demand for insurance such as offered by 
is becoming greater each year. 
sentatives will be measured only 


and zeal. 





The Equitable Life Assurance Society of the United States 
120 Broadway, New York 


representing a Company 


cellence, and by offering a policy embodying every desirable 


[ts assets are safely and profitably 
its affairs are conducted economically, 
its policies are 
prehensive ; its great financial strength insures the fulfillment of 
every obligation promptly and in full. 


second to none in general ex- 


able to sueceed where other 


life 
its 


the 
The Equitable ; 
and fair 


gives in selling of 


dealing are 


the 


coli- 


solely in 


liberal 


and 


The Equitable 
The return to Equitable repre- 
their industry, 


by intelligence 





acteristic outbursts of wit, intellect, and 
enthusiasm. As one put it: 

“It was cordial in its greeting, force- 
ful in the business facts presented, and 
lasting in the principles and truths 
which it enunciated. The ideals of the 
company and the cardinal principles of 


its management were strikingly set 
forth.” 
The gency force presented their 


manager, M. M. Mattison, with a hand- 
some goldheaded cane. 

The program for the closing day in- 
cluded an address on “Salesmanship,” 
by Mr. Drew, and a theatre party in the 
evening. 





Forty-five of the Finest! 
Honest, men, these are the very best 
days you agents ever saw for insurance 
writing—for building going agencies— 





these last days of 1909, says a card 
issued by the Hartford Life. Make 
the most of them. 

People are not feeling poor; there is 


a general recognition of the real need 
of Life Insurance; you have a genuine 
business proposition to present to your 
prospects. 

We are apealing to producers—am- 
bitious interviewers. Don’t go after 
the business because we urge you—be- 
cause you ought to. There is something 
in it for you. Make some money for 
yourself. No ‘business (‘brings better 
returns. All it costs is time. Is your 


time worth money? Never more than 
in life insurance canvassing, that’s cer- 
tain. Work it up, and work up to your 


present opportunity. 

Every man according to his ability— 
and a little better. Surpass yourself. 
Have you been doing $1,000 a month? 
Do $2,000. Have you made $5,000? 
Make it $10,000. For us? No, for your- 
self, and your own self-esteem. For‘y- 
five finest days are before you—now. 





Beating a Retreat. 





Rather than submit to an examination 
by the Virginia Insurance Department, 
the Order of Unity of Pittsburg has 
withdrawn from that State. 





WANTED 





WANTED 


Two high class Stock Salesmen who can 
produce fora Two Million Dollar Corpo- 
ration, that stands the searchlight of the 
strictest investigation. 1-3 stock_ sold 
—Leads to live profits. Address P. C. 

Care of hasren tN UNDERWRITER 
105 William St., New York 








JOHN HANCOCK 


I want two clean life men who ean pro- 
duce business. For such men I have 
something good. 
WILu1aM N. Compton, Gen’l Agent 
JoHN Hancock MuTuaL eS tt Ins. Co. 
220 Broadway, N 
Tel. 6030 Cortland 








FOR SPECIAL EFFORT. 





John T. Boone, President of Southland 
Life Personally Offers Three 
Gold Watches. 





In taking hold of the Year End cam- 
paign for business President John T. 
Boone of the Southland Life of Dallas, 
Texas, personally offers three prizes to 
be awarded to the three men who se- 
cure the best results during November 
and December. He will give a gold 
watch: First, to the one paying for the 
largest volume of business; second, to 
the agent securing the largest number 
of applications, and third, to the agent 
securing the largest percentage of busi- 
ness above allotment. 

To every agent paying for his allot- 
ment the company will pay a cash 
bonus of $1 per $1,000; to the one 
doubling his allotment, $2 per $1,000. 
An additional bonus of fifty cents per 
$1,000 will be given where settlements 
are made before December 31, and $1 
per $1,000 where settlement accompa- 
nies the application. 





Reliance in Philadelphia. 


The Reliance Life has opened up an 


office in Philadelphia with Thomas 
Murphy as supervisor and Sussman 
Hertz, general agent. The company is 


operating in 21 Staites having recently 
been admitted to Maryland and Dela- 
ware. 





TO ERADICATE A SCOURGE. 





(Continued from page 1.) 
its object the reduction of mortality 
among its policyholders.” 

Columbian National: “Glad to co- 
operate in any way that we can in your 
work.” 

Security Mutual, N. Y.: “Glad to re- 
ceive suggeslions as to best methods to 
be employed im helping you carry out 
this work.” 

Mutual Life of N. Y.: “You may have 
no doubt of our sympathy with thuse 
suffering from this trouble and our ear 
nest desire that it may be_ speedily 
eradicated. It is not easy to see just 
what steps the company can take to 
ward attaining this result, but such as 
are open to us we shal] not fail to avail 
of. You are, of course, aware that un- 
der the present Insurance Law of this 
State, it would be impossible for the 
-ompany to assist by contributions of 
money to any such object however de 
serving and meritorious it may be.” 

Provident Savings: ‘We are already 
icing everything in our power to assist 
in the prevention of disease among our 
policyholders.” 

Jefferson Standard: “Our company 
stands ready to co-operate in every way 
possible for the eradication of the hook 
worm disease, and other preventable 
diseases.” 

Southern States Life: “Our company 
will give to your efforts their heartiest 
co-operation.” 

Empire Life, Atlanta: “Beg to assure 
you of our hearty cooperation in all 
movements of this kind.” 








data, 
Annual Dividend record, 





‘‘Massachusetts Mutual!” 


This year’s business smashes all our records. 
agencies show unusual gains. 
whole field, strong literature, ready-reference competitive 
responsive Home Office management, brilliant 
Are you satisfied ? 


F. W. SMALLMAN, Manager, 1401 Empire Bldg., New York City 
F. C. SANBORN, Manager for Eastern Massachusetts 
31 Milk Street, Boston 
MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 
SPRINGFIELD, 
INCORPORATED 1851 


Nearly all 
Policies that lead the 


Apply to 


MASS. 
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ROYAL ARCANUM CRISIS APPROACHING 


(From Insurance Observer.) 


Perhaps it is a thankless task to point out 
the fly in the ointment to those who prefer 
not to see it, but for those who have eyes 
aud are willing to use them the information 
will be beneficial. Superficially the Royal 
Arcanum is stemming the tide of adversity 
and is performing the impossible. The in- 
creased assessment rates of 1905 and the 
scaling down of the certificates of old mem- 
berg have apparently saved the order from 
the inevitable consequences of its past fol- 
lies. In July the Royal Arcanum transferred 
$150,000 to its emergency fund and in Sep- 
tember $240,000 more. There are surface in- 
dications of prosperity in this, although the 
$390,000 so transferred represents the total 
since January Ist last. 

But is the Royal Arcanum in fact prosper- 
ing? Is the order really established upon 
an enduring foundation the corner stone of 
which is “adequate rates.” The answer is 
NO. At no time since the last increase in 
assessment rates have the death claims more 
closely approximated the assessments than 
now. The margin between assessments and 
death claims is growing smaller and for the 
year 1909—up to September 30th—is less 
than in either of the preceding three years 
since the present rates became operative. 

With all its effort to increase its mem- 
bership its aggregate assessment receipts are 
declining until they are now almost as small 
as they were before the rates were increas- 


ed. In September this year the receipts 
from assessments were $680,774. In May, 


1405, they were $675,928. The proposed in- 
crease in assessment rates drove the month- 
iy total down to $590,666 in October, 1905, 
while the increased assessments brought it 
up to $784,671 in December of that year, the 
nighest figure ever recorded. The assess- 
ments received in September this year are 
less than $5,000 in excess of the amount re- 
ceived in May, 1905, before the increase in 
rates was made, and are more than $100,000 
less than were received in December, 1905. 
There has been no corresponding diminu- 
tron in death claims, however, and the in- 
evitable encroachment upon assessments is 
well under way. The following summary for 
the first nine months of 1909 will indicate 
how narrow the margin has become: 
Receipts from assessments......... $6,166,563 
Death claims paid........ $5,648,467 
Unpaid claims Jan. 
. «- -§592,720 


724,134 


Increase in unpaid claims. 131,414 5,779,581 





have been $5,779,881, while the assessment.s 
vere $6,166,568, leaving a margin of only 
$386,682. ‘The necessity of a wider margin 
than this, if the order is to avoid another 
re-adjustmenut of its rates, will be obvious to 
everyone having knowledge of insurance 
principles. The most disturbing feature to 
those interested in the preservation of the 
order, however, is the definite trend of its 
affairs. That the margin between receipts 
aud payments is so small is less significant 
than that this margin is steadily narrowing. 
As evidence of this fact we show the assess- 
ment and net death claims for the first nine 
months of each of the last four years: 


January 1, to September 30, 9 Months. 
Net Death Excess of 





Assmts. Claims. Assuits. 
1906 . .-$6,747,147 $5,798,107 $949,040 
1007 . 6,468,899 6,002,951 460,948 
1908 . 6,314,734 5,751,685 563,009 
MD csee Benue 6,166,563 5,779,881 386,682 


In 1906, 
in operation, 


the first year the new rates were 
the assessments exceeded the 
death claims by $949,040 in the first nine 
months. In 1907, when the mortality was 
believed to be exceptionally large, the ex- 
cess of assessments was only $460,948, while 
in the following year it was $568,099. This 
year the excess of assessments is only $336, 
G82, or $176,000 less than in 1908 and §$74,- 
QW less than in the unfavorable year of 
1907. Compared with 1906 the margin has 
been cut down $552,000, or nearly 60 per 
cent. 

The relative increase in death claims is 
much greater than the increase in interest 
receipts of the order. The net resources 
on January 1 and September 30, with the 
increase in the nine months of each of the 
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lust four years, are shown in the following | 


table: 
EXCESS OF RESOURCES. 

Increase in 
Jan. 1. Sept. 30. 9 Months. 
ee $2,526,963 $3,529,758 $1,002,795 
rrr 3,850,920 4,416,326 565,406 
on 4,768,119 5,472,084 709,865 
1008 . 5,737,570 6,342,406 604,836 


With assets in 1909 averaging about $3, 
000,000 more than in 1906, the net increase 
was nearly $400,000 less this year than three 
years ago, and only $39,000 more than in 
1907 when the assets were about $2,000,000 
less than now. Compared with 1908 the in- 
crease is §105,000 less, notwithstanding 
larger interesi revenue. 

The final dissolution of the Royal Ar 
canum has been delayed but is nevertheless 
approaching, and at an accelerated pace. 





Excess of assessments ........ $386,682 
Since January Ist the net death claims 
Self-Confidence. 





Life Insurance Soliciting is a business, 
and an honorable one. The agent who 
induces a family provider to insure his 
life for the protection and support of 
his wife and children, has started many 
influences operating for private and pub- 
lic betterment. The Soliciting Agent 
is necessary. 

This being the case, any man taking 
up this business should put all his pow- 
ers into it—physical, mental, financial. 
He should be ready to invest in it on 
his own account, confident, that, as in 
other activities, advertistng will pay, 
and that capital judiciously applied will 
net satisfactory returns. There should 
be no half-hearted apologetic attempts 
to reap where nothing has been sown. 
There are seasons of waiting in all occu- 
pations; times when it seems impossible 
t» retain one’s optimism, but don’t we 
all know that individual hard work and 
attention to business in hand eventually 


bring their proper measure of success? 
So be aggressive, and self-assertive, and 
push the business of your agency. Spend 
time and money on it.—Office and Field. 


OLD DOMINION LIFE. 


Norfolk Institution to Take Over Af- 
fairs of Eastern Life of Ononcock. 


In connection with the announcement 
in these columns several weeks ago 
that the Eastern Life of Virginia 
would be removed to Norfolk, reorgan- 
ized, given a new name, increased cap- 
ital and new officers, it has been de- 
cided to organize the Old Dominion 
Life, with T. F. Tilghman, vice-presi- 
dent and cashier of the Citizens Bank 
of Norfolk, as president, which com- 
pany will take over the affairs of the 
Eastern. 

The new institu‘ion will be conducted 
in such a manner as to merit confi- 
dence of the public and the fraternity. 








ESTABLISHED IN 1850 


JOSEPH A. DEBOER, Prest. 
FRED A. HOWLAND, Vice-Prest. 
JAMES B. ESTEE, 2d Vice-Prest. 


ASSETS.,.... 





NATIONAL LIFE INSURANCE CO. 


MONTPELIER, VERMONT 


C. E. MOULTON, Actuary 





This Company held January 1, 1909, and gained during the past decade: 
eee $ 44,026,069.73 
SURPLUS.,...........-.$ 5,279,925.70...... 
INSURANCE.,..........$155,755,039.00...............Gain, 93% 


Absolute Security and Economy of Management 


OPERATING IN 36 STATES 


OSMAN D. CLARK, Secretary 
H. M. CUTLER, Treasurer 
A. B. BISBEE, Med. Director 


.--- Gain, 173% 
puso kwod Gain, 174% 








Goes With New Company. 





Wilson Davis who represented the 
Equitable Life of New York for sixteen 
years throughout Southwest Texas has 
joined the agency force of the Equita- 
ble Life of San Antonio, Texas. Mr. 
Davis is one of the best known men in 
Texas and a very successful life under 
writer. 





BERKSHIRE 
LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


James W. Hull, President. 
W. D. Wyman, Vice Pres. and Treas, 
J. M. Lee, Actuary. 
Theo. L. Allen, Secretary. 
Robt H. Davenport, Asst. Sec. 


This Company, with its more than fifty years 
of successful and honorable practice, its solid 
financial condition, its fair and liberal policies, 
all subject to the Non-Forfeiture Law of Mas- 
sachusetts, commends itself both to policy- 
holder and agent. 


For circulars and rates address 


EASTERN MASSACHUSETTS AGENCY, 
79 Milk Street, Boston, Mass. 


LEON F. FOSS, General Agent 
W. H. DYER, General Agent 
JOHN H. ROBINSON, General Agent 
263 Broadway, New York 








THE 
FIRST MUTUAL 


Chartered in America 





NEW ENGLAND 
MUTUAL LIFE 
INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 


FINANCIAL STATEMENT 


Assets Jan. 1, 1909....$47,980,647.74 
Liabilities... ........... 44,476,655.68 
BIR. 0 000600 s0esscenve 3,503,992.06 


Alfred D. Foster, President 

D. F. Appel, Vice-President 

J. A. Barbey, Secretary 

Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 

















112-116 N. 





<g 





Increase in Surplus Fund, 








| FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 


OF PHILADELPHIA 
HAS SOME EXCELLENT 
AGENCY POSITIONS 


Apply tt ALEXANDER McHNIGHT 
BROAD STREET 


——_———-L. G. FOUSE, President 


NATIONAL LIFE INSURANCE COMPANY 


of the United States of America 


ALBERT M. JOHNSON, President 
ROBERT E. SACKETT, Vice-President 


: Increase in Yearly Income, 
RECORD Increase in Assets, == - 
SIX YEARS crease in Insurancein Force, - «- 


EXCEPTIONAL OPPORTUNITIES FOR MEN 


















CHICAGO 


ESTABLISHED 1868 


ROBERT D. LAY, Secretary 


$ 495,980 03 
1,167,464 28 
5,848,855 77 

- «= 23,968,070 00 


OF ABILITY 


- - - . - - 








American National 
Life Insurance Co. 


of 


Lynchburg, Va. 





*« The most progressive, 
conservative Southern 
Company.” 





AGENTS WANTED 
in Virginia, North Carolina, 
South Carolina, Georgia, Mis- 
sissippi and Texas. 











STOCK SALESMEN 
WANTED 





One Million Dollar Casualty and Life 
Insurance Company. 

Biggest in the South. 

Home Office in Memphis 

500 strong letters of Endorsement 


from Stockholders among leading 
Bankers, Manufacturers and Mer- 
chants. 


Write with references, present and 
past connection, to 


Great Southern Insurance Company 
Field Headquarters 
James Bldg., Chattanooga, Tenn. 
or 


Memphis Trust Bidg., Memphis, Tenn. 
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CE 
SOUTHWESTERN LIFE MEN 





Hold Interesting Convention At Home 
Office—Assets of Company Near 
-Million Mark. 





A program just received gives indi- 
cation that the recent Agency Conven: 
tion of the Southwestern Life of Dallas, 
Texas, was one well worth attending. 

Vice-President T. W. Vardell set tho 
hall rolling with an opening address 
which got the assemblage “on an edge,” 
and he was followed by President 
Henry D. Lindsey, who discussed “The 
Southwestern To-Day.” The next topic 
was “Good of the Order by Ourselves.” 

Following luncheon this well  ar- 
ranged program was carried out, “Ap 
plicant and Examiner,” by Dr. Ww hite- 
field Harral—“How We Obtain Signa- 
ures on the Dotted Line,” (Five Min- 


ute Talks), by A. C. Bigger and R. A. 
Smith, Agerney Directors and C. J. 
Koonee and J. P. Devine, Agency In- 
spectors—“A Life Insurance Policy,” 

M. Cathles, secretary and actuary— 
Yeam Work; “Co-operation Between 
Office Force and Agents,” by “The 
Boys;” “The Southwestern in the 
Field,” by “The Men on the Firing 
Line.” 

Dinner was served at the Southland 
Hotel, following which an _ interesting 
session was held wth Vice-President 


Vardell presiding as toastmaster. Ste- 
phen J. Hay, Mayor of Dallas, was the 
first speaker and his remarks were so 
cordial and his welcome so enthusiastic 
that all the visitors felt they owned a 


portio nof the city . “Responsibility of 
a Life Insurance Agent” was the topic 
handled by Insurance Commissioner 
Thomas B. Love—‘The Agent” was dis- 
cussed by Harry L. Seay, City Commis- 
sioner, and the “Legal Lore” by Judge 
John L. Terrell. President Henry D. 
Lindsey, talked of and to “Prize Win- 
pers.” The wind-up of the first day 


was a genera] discussion of “The Time, 
The Place and The Application.” 

The morning of the second day was 
devoted to a “General Discussion of the 
Agency Force for the Agency Force by 
the Agency Force,” and in the afternoon 


the members of the convention took in 
the Texas State Fair. 
The Company. 

The Southwestern Life has assets of 
over $850,000; reserves for protection 
of policyholders $600,000 and has paid 
to policyholders and beneficiaries since 
organization over $290,000. It has re- 
cently voluntarily accepted the condi- 
tions of the new Texas Registration 
and Deposit Law, and in compliance 
with its terms has deposited with 
the Department of Insurance and Bank- 
ing securities aggregating $544,959. 

Its officers, directors and stockhold- 
ers include some of the very best men 
in the State of Texas. 





Wants Sanitarium. 





The Metropolitan has filed a writ of 
certiorari, issued by Justice Fitts, of the 
Supreme Court, and returnable before 
the appellate division, in the matter of 
the request of the company to Super- 
intendent Hotchkiss of the New York 
Insurance Department, for permission 
to buy land upon which to erect and 
maintain a tuberculosis sanitarium. 

It will be recalled that Mr. Hotchkiss 
refused to give his approval and the 
Metropolitan hopes to bring about a 
reversal of his decision in the matter. 





“Insurance Green Bag.” 





The above is a unique title for a re- 
porting system on current insurance 
decisions launched by George J. Kueb- 
ler and George R. Brown (of Beach & 
Brown) insurance lawyers of Chicago. 
It is proposed to mail “free of charge 


to officers, managers and _ general 
agents” a digest and brief commenzary 
on important decisions which may be 


rendered from time to time. | 





Maryland for Pacific. 

James E. Pearson, Jr., for nine years 
in charge of Bradstreet’s Baltimore of-| 
fice, and more recently with the Fidel-| 
ity & Casualty, has been appointed gen- 
eral agent of the Commercial Depart- 
ment of the Pacific Mutual Indemnity 
for Maryland. Mr. Pearson is 35 years 
of age and is well connected in the busi- 
ness circles of his city. 


| 











« Scranton Life Insurance Co. 
wants a Strong Stock Mani to work 
out of the office on Home-Office Leads 


‘large concern, 


ORGANIZATION COMPLETE. 





Over Two Million Subscribed To Citi- 
zens National—W. H. Gregory 
Its Head. 

Louisville, Ky., November 17.—At a 
meeting of stockholders of the new Citl-, 
zens National Life Insurance Company | 
of this city held to-day the organization 
of the company was completed and steps 
taken to place the institution in the un- 
derwriting field. 

Over $2,000,000 has been subscribed, 
equally divided between capital and sur- 
plus. 

It is the intention to take over the | 
business of the Citizens Life of Louis- | 
ville, the present administration of the | 
latter organization being a dominant 
factor in the new company. W. H. 
Gregory heads the Citizens National. 


RELIAN CE LIFE 


PITTSBURGH 


Policies That Can’t Be Beat 


Assets 
Over Two and One-Half 
Tiillions 


Exceptional opportunities for General 
Agents in 


PENNSYLVANIA 
IOWA AND ALABAMA 





On, 











A St. Louis attorney is writing to new 
life companes that have recently been 
organized or are in the incubator, sug- 
gesting that all combine their interests 
with a St. Louis company and make one 





UNEXCELLED IN 
Favorable Mortality 


—aND— 





Economy of Management 
THE 


MANY GOOD PLACES 


are waiting for the 


RIGHT MEN 








Much desirable territory is unoccupied, 
ready for men who can demonstrate 
their capabilities. Policy plans recently 
revised, thoroughly in accord with new 
laws, with reasonable premium rates 
and liberal values and rights. 


ARE YOU ONE OF THEM? 


Union Mutual Life Insurance Company 
PORTLAND, MAINE 
FRED E. RICHARDS, — 
EDSON D. oe i a | 
THORNTON CHASE, Sue, te Ge. | 

84 Adams Str: ook, CManee, ll. | 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends; 





Address 
either: 

















A. G, BULLOCK, President B. H. WRIGHT, Secretary 


STATE MUTUAL LIFE ASSURANCE CO. 
OF WORCESTER, MASS. 
INCORPORATED 1844 
50% Increase to July Ist. June Largest Month. WHY ? 
SUPERIOR SELLING PROPOSITION 
Liberal Policy Conditions Large Values ~ Low Premiums 
Increased Dividend Apportionment Up-to-Date Agency Department 
Impartial Judgment by ‘‘ Webb’s Comparisons Simplified” gives us highest score 
Latest Competitive Helps Attractive Advertising Matter 
Our salesmen are doubling their incomes Are you ? 
Investigate Join us and grow 


EDGAR C. FOWLER, Supt. of Agencies 





The Company has produced nine millions of paid-for business in eighteen months. 
This is an unusual! opportunity for a man with character and ability, whocan demonstrate 
his record as a high-class producer of large contracts, as the Company was organized by 
the potential men in twenty of the largest corporations in Pennsylvania, whose influences 
extend over several states. 





Address, with record and references: 


JEFFERSON WALLACE, Sup’t Agencies 
SCRANTON, PA. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 
all members. cneiensauetitemenessannees 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 











The Southern States 
Life INSURANCE 


COMPANY 
WILMER L. MOORE 
PRESIDENT 
Desirable territory available. 
Policy contracts up to date. 
Liberal Contracts to Agents. 


General Offices: ATLANTA, GA. 











Georgia Life Insurance Company 
OF MACON, GA. 


(Now Organizing) 
W. E. SMALL, President 


CAPITAL $1,000,000 SURPLUS $500,000 
LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in both Branches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 
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INDUSTRIAL DEPARTMENT 





YOUR OWN MASTER. 





Few men are better qualified to speak 
as to the value of time than George H. 
Gaston, second vice-president of the 
Metropolitan. We have known him for 
some fourteen years, and the most ap- 
plicable nick name for him would be 
a “human dynamo,” and inciden ally 
one of tremendous capacity and accom- 
plishment. In a letter to the field 
force of his company, Mr. Gaston says: 

“Now, we contend that every man 1s 
master of his own time, and, if he so 
wills it, also master of his oppor‘unities, 
with power to develop and use them to 
his lasting advantage. For the purpose 
of this Speciai Undertaking in Industrial 
we own and control every working hour 
of the day and every opening “hat of- 
fers to close business with available 
Prospects. All the minutes included 
within the remaining seven canvassing 
weeks for Industrial can be given a 
meaning in your record and career with 
the Metropolitan, and can be turned to 
your financial account. But when “he 
seven weeks shall have expired, then 
nothing further can be done in Indus- 
trial, and not much more in Ordinary, 
to affect our immediate object—a satis- 
factory, a surpassing record for each 
individual. There may come, of course, 
other times and seasons in future when 
your energies will be brought into play, 
and your abilities and resources en- 
gaged to our mutual gain. But what- 
ever you may and will do then can haye 
no possible bearing on the Industrial 
or Ordinary results for this year. It is 
what you are doing now and what you 
will do after having read this, that 
alone can bring your Ratio of Increase 
up to and beyond your Special Allot- 
ment and make or mar your whole 
record for 1909. * * 

“Applying this idea in a practical way, 
how shall we act and what shall we do 
throughout the remainder of the Special 
Undertaking to make it a success? 
What plan shall we adopt,or standard of 
acomplishment shall we make, to assist 
us in the fulfillment of our purpose, 
giving direction to our endeavors and 
encouragement to our hearts as we peg 
away? Would one Industrial application 
from every man for each working hour 
be considered too mucu’ We believe 
it would, and we have no intention of 
asking for it. What do you think of 
one application from each man for every 
four hours? Too much. Then let us be 
perfectly fair about the proposition and 
make the standard in Industrial one 
application from every Agent every 
eight working hours of the seven weeks. 
Surely that would not be an extraordi- 
nary achievement for-any man. Every 
one can measure squarely up to such an 
accomplishment, and the aggregate re- 
sults would speak forcibly and eloquent- 
ly of the latent power, zeal and intelli- 
gent application of the Metropolitan 
Field Staff.” 





Straight Canvassing; Its Essentials. 





The advantage of a straight caavass 
can not be overestimated, and its im- 
portance is being constantly emphasiz- 
ed by the Company. In the direction 
of Increase, the fact that the records of 
our Company indicate this year a better 
than three-to-one average in favor of 
the men who operate purely as straight- 
canvassing Agents, and who write their 
business on the ‘self-introduction plan, 
without the aid of the debit, should 
prove its importance to all men engaged 
in selling life insurance; for by proper 
system in the arrangement of the details 
there is no Agent who can not plan 
his labor so that at least a portion of 
each working day may be devoted to 
straight canvassing. The time so given 
may not prove hours of ease and com- 


fort, ‘but they will be hours of instruc- 
tion and profit. 

It is the plan responsible for the won- 
derful growth of this Company, and has 
been the ways and means of lifting men 
from the level of commonplace condi- 
tions to the plane of high achievement. 
Sometimes a man may be prepared by 
Providence, but usually he graduates 
from the school of experience. ‘Solicit- 
ing insurance on a straight-canvassing 
plan is a battle of strong qualities 
against probable opposition. It requires 
the courage of conviction, a sincere be- 
lief in your business and your Company 
to approach people for the first time. 
It is our earnestness, our enthusiasm 
that forces this conviction, and impels 
others to our belief in the merits of the 
goods we have to sell. Until you have 
thoroughly mastered these qualities 
your success as an insurance salesman 
is not assured. Hard work alone, al- 
though one of the chief essentials, will 
not bring brilliant results. The more 
thoughtful and brainy the work the 
more money is earned in a given time. 
Keep clear the rails on which your train 
of thought runs. 
of petty trouble. 


ignore satire. Put your entire heart 


Ride over the pebbles | 
Be broad enough to} 





and soul into the business, for to focus | 


the whole of our being on one act ts to 
make that act a success. 


Consider every healthy person a pos- | 
sible prospect until proven to be other- | 


wise. The onus of proving that they do 
not need life insurance rests with them. 

The trained salesman in 
creates a desire for the thing he sells 
by the power of suggestion. He ap- 
preciates the fact that the world will 
give him a hearing if he is a sufficiently 
good judge of human nature to play in 
proper time upon the right heart-string. 
Build up a steady and intelligent line 
of argument explanatory of the con- 
tracts you sell. Study out how to secure 
entrance to the home, and how to in 
terest, and to receive a hearing under 
the most favorable conditions. 

Make every sale assist you in having 
people know your business, and enlarge 
by introduction thereby your acquaint- 
ance. 


Be square; and in your efforts remem- | 
men | 


ber that there are thousands of 
who have gone through the same ex- 
perience broad enough to lend the help- 
ing hand, for this is not a secret busi- 
ness, but a work of application; and if 
you are sincere you have found the 
right occupation.—William R. Konow, 
Supervisor, in the Prudential Record. 





Metropolitan Leaders. 

The ten leading districts of the Metro- 
politan (exclusive of the Pacific Coast) 
in amount of Industrial Increase to No- 
vember 1 together with the Superintend- 
ents were: 

Chicago South, Ill., H. D. Wright; 
Manhattan, N. Y., Samuel Blum; Engle- 
wood, Ill., W. F. Monahan; Cairo, II1., 
Edwin Bond; Topeka, Kan. L. L. 
Adams; Montreal, Can., T. P. Bourgeois; 
Birmingham, Ala., A. C. Chesney; Mem- 





rhis, Tenn., W. H. Jones; Chicago 
North, Ill., P. J. Kraus; Detroit, Mich., 
GO. S. Boda. 


The districts showing the best aver- 
age per man were: 

North Bay, Can., J. W. Mowbray; 
Calgary, Can., J. S. Pascoe; Plattsburg, 


N. Y., Philippe Payette; Regina, Can., 
C. C. Withey; Jacksonville, Fla., A. R. 
Blue; Topeka, Kan., L. L. Adams; 


Clarksburg, W. Va., J. H. Stephenson; 
Sherbrooke, Can., Luric Leveque; Win- 
nipeg, Can., John Hadden; Quebec, Can., 
Mederic Monast, 





L. J. Bremen, formerly superinten- 
dent of the Metropolitan at Kensington, 
has been transferred to a similar post 
at Alton, II. 


this work 





HOME OFFICE BUILDING 











METROPOLITAN LIFE INSURANCE COMPANY 


The 
Metropolitan Life 
Lnsurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


‘Of the People 
the Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1908 was: 
441 per day in Number of Claims Paid. 
6,343 per day in Number of Policies 
placed and paid for. 


$1,202, 353.00 per day in New Insurance 
placed and paid for. 


$166,634.00 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$126,996.37 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 











J. G. Walker, President 


T. Wm. Pemberton, 1st Vice-Pres. 


W. L. T. Rogerson, Secretary 


ORGANIZED 1871 


LIFE INSURANCE COMPANY Sivikewa 


HOME OFFICE, RICHMOND, VIRGINIA 
The PIONEER Southern Industrial Life Insurance Company 
The OLDEST Southern Life Insurance Company 
The LARGEST Southern Life Insurance Company 
The Most Approved Forms of Life, Endowment and Industrial Policies Issued 
on Favorable Terms 


Assets, Dec. 31,1908................ 
Insurance in Force, Dec. 31, 1908 
Payments to Policy Holders since Organization... 





$ 4,444,711.62 
63,309,202.00 
8,926,182.91 








JOHN HANCOCK 


Mutual 
Life Insurance Company of Boston 


Good Agency Contracts to Good Agents 
Apply to Home Office, 178 Devonshire St., 


Boston 





W. N. COMPTON 
General Agent 
220 Broadway, New York 





or to. 
FRANCIS MARSH 
Mgr. for Eastern Mass. 
202 Devonshire St., Boston Union Bldg., 9 Clinton St 


The Company issues the best and most liberal forms of Life, Endowment and Term 
Policies, complying with the rigid requirements of the Massachusetts Laws 


WHITE & FENWICK 
State Agents 
» Newark, N. J. 











Colonial Notes. 





Pennsylvania leads the Colonial forces 
followed by ‘New Jersey and New York. 
The Industrial increase-making of the 
year will far more than quadruple the 
excellent record of the Company during 
1908 while in the Ordinary Departmen? 
and with the premium .c.urns, equally 
good results will be shown. 

Recent changes reported are the fol- 
lowing: Appointed to Assistancies; h. 
B. Eby, McKeesport; R. Dalton, Tren- 
ton; J. L. McMahon, New York; H. A. 
Tracy, Jersey City; H. Matheson, Ho- 
boken; F. Rinehart, Easton; H. M. Eld- 
ridge, West Philadelphia; A. S. Coon. 
Reading; J. Loughlin, New York; W. 
R. Fullerton, Chester; R. V. Holt, Wood- 
bury; W A. O'Neill, Assistant at Ho- 
boken, promoted to the managership of 
Middletown; T. M. Brown transferred 
to Homestead from McKeesport. 

Manager L. S. Brown, of McKeesport, 
leads the Industrial forces for 1909. Fol- 





lowing him are, W. J. Burn, Brooklyn; 
F. J. Britton. Newark; P. M. Leiffer, 
Hoboken; W. L. Griffin, Jersey City 
The Ordinary leader is Manager P. 
Hughes, of New York, closely pressed 
by L. Janson, Williamsburg; W. J. 
Burn, Brooklyn; D. E. O'Neil, Harlem; 
W. L. Griffin, Jersey City. 

M. Cafiero, of Brooklyn, is leading 
Ordinary Assistant, followed by G. 
Shuttleton, Brooklyn; E. Scherff, New- 
ark; J. Painter, Norristown; F. J. Cole- 
man, Jersey City. The Industrial leader 
is G. W. Jewel, of Charleroi, followed 
by M. Cafiero, Brooklyn; W. R. Cavan- 
augh, Pittsburg; W. L. Otwell, South 
Philadelphia; C. M. Major, Millville. 

EE 

John Dolph, superintendent of the 
Metropolitan at Washington. D. C., re 
cently celebrated the completion of a 


with the com- 
Gaston was pres- 


quarter century’s service 
pany. Vice-President 
ent on the occasion. 
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CORPORATION INSURANCE. 





The placing of a half a million of in- 
surance on the life of A. C. Loring, 
president of the Pillsbury Flour Mills 
Co. by the Northwestern National Life 
of Minneapolis again calls attention to 
this most desirable medium of protec- 
tion. A daily paper, speaking of the 
transaction says: 

Business insurance is issued on the 
principle that the insurance of a com- 
pany official will pay the loss incident 
to the adjustment of the business neces- 
sitated by his death and safeguard his 
interest in the firm. 

The success of a corporation, or some 
particular branch of its business, not in- 
frequently depends upon a single indi- 
vidual. Naturally the loss, by death, 
of such a person would be a severe 
blow and might easily entail heavy 
financial sacrifice. Why not protect 
against a contingency of this kind. 

Partnership, corporation or business 
insurance are not new features but its 
application is better understood than 
ever before with the result that consid- 
erable is being written by progressive 
up-to-date solicitors. ~ 





AGE OF OPPORTUNITY. 





Three or four years ago, a very large 
percentage of life insurance field men 
believed that the bottom had dropped 
out of the business, and that there was 
little in the future to aspire to. 

The complexion of things has chang- 
ed. The year 1909 will be one of the 
greatest in life insurance history for 
bona fide successful achievement. Pes- 
simism has been driven from home office 
and agency headquarters before a wave 
of optimism brought about by an ac- 
tual realization of business produced. 
The present may truly pe termed a ban- 
ner age in life insurance affairs, but it 
is likewise an age of great opportunity. 

We have before us a letter from the 
president of an old, well established 
company, in which he says: 

We have an opening for a home office 


Agency Director. The right man, a 
business getter, can have a good salary, 


a permanent position, with sure promo- 
tion. The status of such a man at the 
home office would be At, and his possi- 
bilities unlimited. We propose or- 
gsanizing and enlarging the scope of our 
work under an aggressive, competent 
agency leader. 

It is safe to say that there never was 
such a demand for high grade men as 
at present, but it requires a real man 
to make good. The day of superficial 
direction from an office chair has gone 
by. The cry is for men who can get out 
and do things. To such the present is 
an age of opportunity. 





INDUSTRY AND ACCIDENTS. 





Considerable interest was centered in 
the meeting of the Legislative Commit- 
tee which convened in New York City 
during the past week to consider the 
subject of employers liability, the object 
being to suggest a law that will modify 
present conditions between employer 
and employe as pertaining to injuries. 

As was to be expected “ambulance 
chasers” came in for severe criticism 
and there were those who thought the 
expense of conducting liability insur- 
ance was too high. 

Commenting on the existing situation 
and the appointment of this Commis- 
sion, the New York Times says: 


There could hardly be a more import- 
ant task for a legislative committee 
properly constituted—as to the inten- 
tions and capacities of its members, thav 
is—than the investigation of the whole 
subject commonly described as “employ- 
ers’ liability.” Past practice and laws 
dealing with industrial accidents and 
the responsibility for them have been, 
and for the most part still are, gro- 
tesquely unreasonable, illogical, and in- 
efficient, and, while cruelly unjust to the 
worker, have ‘been no real protection to 
the employer, in spite of the fact that 
he was the one who devised and per- 
petuated them. 


Until very recently the employer’s 
one aim and effort has (been to limit 
his direct liability when he could not 
avoid it altogether, and in the execution 
of this purpose there has grown up a 
great system of precedent and law, with 
the three foundation stones of “con- 
tributory negligence,” “the fellow-ser- 
vant rule,” and “voluntary assumption 
Cm” * * * # 

Now there is a growing inclination to 
abandon entirely the venerable founda- 
tion stones just mentioned and to build 
up a system of remuneration and sup- 
port based on the idea that accidents 
are a natural and inevitable part ot 
every business, and that the cost of such 
of them as cannot be prevented by in- 
telligence and care should be added to 
and then drawn from the price of that 
business’s output of product. In other 
words, the consumer is to pay for the 
men worn out in industry, exactly as 
he does for the machines that are worn 
out. 


In future only general alarms will be 
sent out from police headquarters at 
Morristown. N. J. This order, Fire Chief 
Runyon explained, was to protect bet- 
er the fire risks. It is preferable, he 
declares, to have a general alarm sent 
out for a small fire than have only one 
piece of apparatus at work on a blaze 
which needed the entire department. An 
instance of this the chief cited was the 
burning of the three Enslee buildings 
in Morris street several months ago. A 
still alarm was then sent in by the 
police when a general alarm was need- 
ed. Had the entire department been 
called in the first instance, the chief 
says, he believes the fire would not 
have gotten such a headway. 


Nebraska Guarantee Decision. 





Commenting upon the recent decision, 
declaring unconstitutional and void the 
Deposit Guaranty Law of Nebraska, 
Thomas B. Paton, general counsel of 
the American Bankers Association said: 

“The United States Circuit Court in 
Nebraska has decided that the Deposit 
Guaranty Law passed at the last ses- 
sion of the Nebraska legislature is un- 
constitutionai and void. The case will 
now go to the Supreme Court of the 
United States, before which tribunal is 
also pending a case involving the con- 
stitutionality of the Oklahoma Guaranty 
Law. The opinion of the Court is pub- 
lished herein that our readers may have 
full information of the grounds upon 
which the decision is based. 

“The Banking Law of Nebraska 
enacted March 25, 1909, had; as the two 
vital provisions which induced its 
passage (1) the prohibition of individ- 
uals from doing a banking business un- 
less they do so through the agency of a 
corporation and (2) making the right to 
engage in the banking business as a 
corporation conditional upon the pay- 
ment of enforced contributions from 
time to time to a depositors’ guarayty 
fund to be used to pay the claims of de- 
positors of any bank which should be- 
come insolvent. 

“Taken together, these two provisions 
are held to violate the fourteenth 
amendment of the National Constitu> 
tion which (Section one) provides that 
‘no State shall make or enforce any law 
which shall abridge the privileges or 
immunities of citizens of the United 
States, nor shall any State deprive any 
person of life, liberty or property with- 
out due process of law,’ and also to vio- 
late Section three of article one of the 
Nebraska Constitution which provides 
that ‘no person shall be deprived of life, 
liberty or property without due _ pro- 
cess of law.’ And as these two provi- 
sions were the inducement to its pass- 
age, the entire Banking Law of 1909 is 
held to be void. 

“The court finds it unnecessary to 
decide whether the guaranty feature of 
the Act could be sustained as to exist- 
ing banking corporations if the Act 
omitted the prohibition of individuals 
doing banking business, except as a cor- 
poration, or whether the State, as mat- 
ter of- regulation only, could restrict the 
banking business to corporations if the 
guaranty feature were omitted. But 
while not actually deciding upon the 
validity of either of these propositions, 
taken singly and disconnected with the 
other, the entire reasoning of the court 
upon the guaranty requirement makes 
it clear that, as a separate proposition, 
compulsory guaranty of deposits would 
be held unconstitutional. 

“From the opinion it can be gathered 
that the courts will never sanction 
legislative interference with the busi- 
ness of banking corporations to the ex- 
tent of confiscation. ‘tne court says: 
‘If the State possesses the power to sin- 
gle out a certain form of business activ- 
ity and to compel¢the citizen who en- 
gages in it to pay the losses of stran- 
gers, whose only relation to him is that 
their business is known by the same 
general name, why may it not require 
all those engaged in one occupation to 
pay the losses of those engaged in other 
occupations? And if the State may re- 
quire those of one class to contribute 
to the losses of the same class, it is but 
a step further to require the fortunate 
to bear. the financial losses of the less 
fortunate as often as inequality of for- 
tune may arise.’ 

“This reasoning, it is true, concerns 
primarily the rights of the individual 
citizen whose property cannot be taken 
by the State for such purposes, and it is 
also true that the courts have held that 
a corporation is not a ‘citizen’ of the 
United States within the meaning of 
Section one of the fourteenth amend- 
ment prohibiting the States from mak- 
ing or enforcing any law which shall 
‘abridge the privileges or immunities of 
citizens of the United States’ and that 





| OF PERSONAL INTEREST 








A late visitor to the underwriting 
district of the Metropolis was Charles 
K. Coit, recently and for years the 
highly competent secretary of the Un- 
derwriters Association of New York 
State. Following his retirement from 
the field of insurance Mr. Coit essayed 
the role of gentleman farmer, super- 
vising his extensive property in Cen- 
tral Ohio. The call to a more active 
existence, however, proved irresistable 
and C. K. is now connected with a 
prominent knitting mill of the Buckeye 
State. 





Wilbur S. Tupper, who, as stated in 
these columns recently, took charge of 
the Liberty Life as vice-president, has 
lost none of his old time energy and 
capacity for work. He has tackled a 
hard proposition, but those are the kind 
which have no terrors for him. The first 
a few weeks will be spent getting affairs 
in shape to meet all requirements of 
the State Insurance Department as to 
policy forms, etc., after which it is the 
intention to push out for business. Mr. 
Tupper knows the life insurance busi- 
ness from the view point of an execu- 
tive and field man, and that he will map 
out and pursue a definite, aggressive 
policy for the Liberty Life, there can 
be no question. 





Agency Manager James H. Perry, of 
the Philadelphia Life, is now being ad- 
dressed as “Hawkshaw the Detective” 
by his friends and is frequently heard 
muttering “Hist! I have a clew” when 
he has leisure moments. Perry gave 
an illustration of his detective skill 
recently in Indianapolins in penetrating 
the disguise of a street fakir and recog- 
nizing him as James Dustin, an ex- 
agent of the Philadelphia Life, who 
had embezzled premiums at Allentown, 
Pa., and who had also skipped his bail on 
a serious charge at Wilmington, Del. A 
policeman was promptly called and the 
fakir, landed in the detective bureau, 
admitted his identity and is being held 
awaiting requisition papers. 





A pronounced expansion in the al- 
ways captivating smile of B. E. Gender, 
of Lewis & Gender, prominent local 
agents of Brooklyn, has been noted of 
late, the direct result of a new arrival 
at home. The little lady and her 
mother are progressing nicely, while 
ior the paterfamilias life has taken 
on a more golden hue than ever. Pop- 
ular with the fraternity Mr. Gender is 
heartily congratulated upon his latest 
good fortune. 





C. E. Merriam of Schenectady a suc- 
cessful general agent of the New York 
Life was one of the October leaders. In 
paid business he ranked No. 3 in the 
Eastern Department and in number of 
application he was fourth. He is a 
veteran and has for many years been 
among the most persistent producers. 


a corporation cannot invoke the protec- 
tion of such provision against a State 
statute (172 U. S. 557; 203 U. S. 553). 
Nevertheless, a corporation is a ‘person’ 
within the further prohibition of the 
same section, ‘nor shall any State de- 
prive any person of life, liberty or prop- 
erty without due process of law’ (169 U. 
S. 466; 159 N. Y. 225). The reasoning 
of the Federal Court, therefore, which 
makes clear the unconstitutionality of 
taking the property of an individual, 
without his consent, to be used to pay 
th edebts of another, would apply to 
corporations as well as to individual 
citizens; for although an incorporated 
bank may not be protected as a citizen 
of the United States, it finds adequate 
protection, as a ‘person,’ in constitu- 
tional provisions safeguarding the prop- 
erty of persons from confiscation.” 
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PLACED UNDER BLANKET COVER. 
Insurance on Tanks of The Texas Com- 
pany Said to Have Been Written at 
Low Rate. 


Port Arthur, Texas, Nov. 15.—A loss 
placed at fully $450,000 is the direct 
result of the fire that destroyed 
nine of the large petroleum tanks of 
The Texas Company in this city a week 
ago. While the local agents of the 
Lone Star State are greatly coacern- 
ed as to the insurance feature of the 
loss, they have been unable thus far 
to get any data of especial value on the 
subject, the management of the plant 
being decidedly adverse to supplying 
information. 

While lacking official confirmation 
this story is generally circulated and is 
believed to be fairly accurate: Insur- 
ance on the Texas Company—owned by 
John W. Gates—is handled by various 
parties. E. E. Hall, of New York, places 
the indemnity covering specifically; 
amounts of from $10,000 to $25,000 be- 
ing had on such items as wharfs, ware- 
houses, etc. 

Last year the oil in tanks is reported 
to have been placed by Johnson & Hig- 
gins, of New York, in London Lloyds, 
but the business some months ago is 
said to have been covered under sch2d- 
ule by a leading. Hartford company, 
at a rate of fifty-five cents. The aver- 
age rate paid for each tank is 1.50 and 
companies familiar with the petroleum 
hazard are none too eager for the busi- 
ness at the latter rate. That a hign- 
grade institution should have accepted 
the line for fifty-five cents seems in- 
credible and yet such a story is current 
and finds belief here. Point is given 
it by the statement that last April when 
a Philadelphia brokerage house, bound 
a million-and-a-half of dollars for the 
Texas Company with London Lloyds, at 
a sixty-cent rate, his binder was re- 
turned with the statement by the assur- 
ed that a better figure had been se- 
cured elsewhere. 

Insurance on the Gulf Refining Com- 
pany’s plant (understood to be a Stand- 
ard Oil organization) is handled by 
Johnson & Higgins, of New York City. 
The blanket policies written with the 
4) per cent. co-insurance clause, cover 
about 100 tanks, and pays a rate of 1% 
per cent. It is placed with stock offices 
in New York and London Lloyds. 





TOBACCO SITUATION. 





Interest of Insurance Companies in the 
Newly Formed Burly Tobacco 
Association. 





Considerable interest has been mani- 
fested in the plan of operation of the 
Burly Tobacco Assn. and Insurance Co. 
v hich was recently incorporated in Lex- 
ington. The announced purpose of the 


association is to insure the tobacco ol 
the members and try to get along with- 
cut stock companies which have hither- 
to carried the risks. For this purpose 
the Association will require of members 
two per cent. of the value of their crop. 
This insurance will apply as soon as the 
tobacco is in rehandling houses ana 
warehouses and the growers will be re- 
quired to carry the risk so long as it 
remains in their hands. Virtually this 
two per cent. charge will be the first 
cost under an assessment plan because 
iz is conceded that the charge would be 
insufficient in case there is a heavy loss 
at any of the points where heavy values 
are congested. At larger points of as- 
semblage such as Lexington, Mayfield 
and other important points the value 
assembled will range from $100,000 to 
$500,000 subject to one fire and in case 
of the destruction of this value it would 
be necessary for the Burly Association 
to levy an assessment to cover the loss. 

This two per cent. charge on the grow- 
ers is not materially less than the regu- 
lar stock company charge. The compa- 
nies have been charging approximately 
two and a half per cent. for rehandling 
houses and as low as thirty cents on 
purely storage warehouses. Considering 
the resources of the companies which 
make payment certain it is considered 
that the stock company rate is in reality 
lower than that charged by the tobacco 
association. Stock companies have 
been charging three per cent. on tobaccu 
in barns and if the individual grower 
wishes the protection he will be com- 
pelled to go to the stock companies. The 
companies, however, are not disposed to 
take much of this business and it is ex- 
pected that there will be interesting de- 
velopments when the tobacco in the 
course of a few weeks begins to assem- 
ble. 





P. O. VANDEVENTER 


To Supervise Operations of Dubuque 
Fire and Marine of lowa in the 
Empire State. 


P. O. Vandeventer, recently State 
agent for the Dubuque Fire & Marine 
of Iowa, for Missouri, Kansas and Okla- 
homa, has been transferred to New 
York State, with the title of superinten- 
dent of agencies. 





TWO MILLION DOLLAR COMPANY. 


E. B. Underhill May Organize Such a 
Corporation in New York City. 


E. B. Underhill, who resigns as Ohio 
state agency of the Westchester, states 
he has been asked to organize a $2,00U,- 
000 fire company with New York an. 
foreign capital. The suggested name of 
the organization will be announced 
iater, 





San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT from 


funds largely supplied by head 


office in Liverpool 


U.S. Gash Assets, Dec. 31, 1908 $13,212,749.00 
4,973,879.00 


Surplus, foot aye, Oe 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 1904 
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SEEK LIGHT IN THE EAST. 
Rate-Makers from Texas Rather Mysti 
fied as to Just What They Are 
Seeking. 

R H. Hamby and H. L. Wright, two 
members of the Texas State Fire In- 
surance Rating Board were in the Eas: 
for several days last week, and are now 
in Atlanta. 

As members of the newly 
ratemaking commission the gentlemen 
were seeking light from the under- 
writers of New York and Hartford, 
and while the insurance men were only 
too willing to give whatever data of 
value they possessed, the Texans had 
but a hazy idea of what they really 
desired. They appeared to flounder 
about, conveying the clear impression 
to their auditors that the task assigned 
to them, was of such magnitude that 
they had not yet the courage or ability 
to tackle it intelligently. 

In Hartford. 

The Texans were seen by a representa- 
live of The Eastern Underwriter during 
their visit to Hartford and would not 
state that their business in the city was 
cther than social. Both Mr. Hamby and 
Mr. Wright were appointed on the com- 
mission because they are themselves 
prominent underwriters in Texas and 


formed 


they asserted that their interest 
in Hartford companies was tor 
the most part friendly. By th 


Texas law all the insurance companies 
have to file their rates with this newly 
appointed board and it is important that 
the commission look at every point of 
view in its initial endeavor to bring 
about what it calls a most necessary re- 
lief to conditions in its State. 

The agents of the Hartford companies 
in Texas, Mr. Hamby said, are almost 
unanimous in the fathering by Texas of 
the workings of the various rating 
boards there. He did not believe that 
the Hartford companies wanted more 
than an equitable relationship to these 
agents and to the new board. The visit- 
ing commissioners were given a royal 
time in Hartford. They were driven 
about the city, shown its fire depart- 
ment, and the methods of supervision of 
its fire district and introduced to a good 
part of all that goes to make Hartford 
the model city that it is. They express- 
ed themselves as quite delighted with 
Northern hospitality and intimated inat 
they would do likewise for whoever 
from Hartford ever cared to stroll in 
the direction of the Lone Star State. 





UNIFORMITY ASSOCIATION. 


Long Name Has Been Given the Baby. 





A meeting of underwriting bodies in 
the East was held Tuesday at the rooms 
of the National Board of Fire Under- 
writers to form an organization for 
the purpose of unifying forms and con- 


ditions. The name adopted was, says 


ll 


the “Journal of Commerce,” “The Asso- 
ciation for Uniformity in Rules and 
Practices in Fire Underwriting’ and 


George W. Hoyt was elected president 


and F. W. Jeuness secretary. The 
bodies represented were exclusively 
those of primary jurisdiction as fol- 
lows: New England Fire Insurance Ex- 


Board of Fire 
Underwritei Board of Fire 
Underwriters, Providence Fire Under- 
writers’ Association of New .ork State, 
buffalo Board, New York Fire Insurance 
Exchange, New York Suburban Insur- 
ance Exchange, Philadelpnia Board, 
Philadelphia Suburban Association and 
Allegheny County Board. The execu- 
tive committee will devise a plan aad 


SCO pe 
h 


change, New Hampshir« 


s0SLon 


report 
COMING INTO NEW YORK. 


international Fire of Texas Seeks Ad- 
mission to Empire State—Smith & 
Lockwood, Inc., Its Agents. 


We are advised by Secretary W. P. 
Cassell of the International Fire Insur- 
Company of Fort Worth, Texas, 
that entrance papers had been forward- 
ed to the New York Insurance Depart- 
ment, and that it is expected the com- 
pany will be admitted to write business 
in the Empire State within the next 
two weeks. 

The New York City and 
representatives of the company will be 
Smith & Inc. Frederick C. 
Smith, now representing a number of 
companies in the suburban territory 
with offices at Ridgewood, N. J., and 43 
Cedar street, New York, is well known 
in fire insurance circles, and controls a 
large amount of business. He will have 
charge of the office, the location of 
which has not definitely decided, 
however, same will be prominently sit- 
uated in the insurance district. L. C. 
Lockwood, and Arthur H. Lockwood, 
the other 


ance 


suburban 


Lockwood, 


been 


parties in the new combina- 
tion are menibers of the firm of Lock- 
wood Bros., well known local agents of 


brooklyn who have been very success- 
ful in securing business for the various 
institutions represented in their office 

Arthur J. Anthony will have charge 
of counter. Mr. Anthony was formerly 
connected with the Citizens Fire of New 
York, which re-insured in the Phenix 
of Brooklyn several years ago. 


NEBRASKA UNDERWRITERS QUIT. 
tts Business Taken Over by Farmers & 
Merchants of Lincoln, Neb. 
Concluding to quit the field the Ne- 
Underwriters, which operated 
Middle Western States, 
has reinsured its business in the Farm- 

ers & Merchants of Lincoln. 


t 


braska 


in two or three 


Decision to increase.the capital of 
the City of New York Fire from $200- 
000 to $500,000, and add an additional 
$300,000 to surplus, has been reached 
by the Company’s directors 










3,239,091 .00 
1,429,729.00 
1,051,543.00 
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Over $116,000,000.00 
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Paid in the United States 
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J. B. KREMER Jr. and T. A. WEED, 
AGENCY SUPERINTENDENTS 
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“The safety of invested funds in 
many enterprises swings on the proiec- 
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NEWARK DECREB FILED “™ 





Order Dissolving the Exchange Formal- 
ly Signed and Filed at 
Trenton. 





Signatures were attached to the de 
cree permanently enjoining the Newark 
Fire Insurance Exchange from’ conduct- 
ing operations along present lines, by 


the interested authorities at Trenton, 
N. J., and duly filed on Tuesday after- 
noon. The full text of the decree was 


published in the columns of The East 
ern Underwriter two weeks ago. 

The order takes effect December: 16. 

Views of D. H. Dunham. 

Speaking of the decree D. H. Dun 
ham,president of the Fireman’s Insur- 
ance Company of Newark, said: 

“We have thirty days to adjust our 
affairs,” he said. “In that time we can 
find just what the situation is. There 
is no question in my mind that this ac 
tion will drive many of the outside in- 
surance companies from the State 
There will be a certain amount of wild- 
cat rate-making, but this, I think, will 
be met by the people who want insur- 
ence themselves. They will not care to 
risk trusting their belongings to any 
but the reliable companies. 

“In many of the States in which 
there are laws prohibiting organiza- 
tions such 2s the exchange here cor: 
porations have been formed to fix the 
rates and make inspections. The com- 
panies even then, of course, reserve the 
‘ight to accept or reject the rates sug: 


cested as they see fit. The exchange 
was a good thing to the insured. We 
have many letters from prominent 
business men and manufacturers in 
which they express regret that ‘he 
courts have ruled against us.. They 


will feel the lack of the exchange. Es- 
pecially is this true in the case of men 
who wish to construct new buildings. 
We have told them how to render these 
buildings fireproof and to build 'them so 
as to take advantage of the best ratés.’ 
Comment of R. P. Conlon. 

When asked by a representative of 
The Eastern Underwriter, as to the 
probable effect of the decision on fire 
underwriting interests of the State, 
Redmond P. Conlon, the widely-known 
local agent of Newark, said: 

“The New Jersey Association of Fire 
Underwriters, an organization to which 
cnly resident agents of fire insurance 
companies admitted by the State of 
New Jersey are eligible to membership, 
has, since its formation, | seventeon 
years ago, exerted special efforts from 
time to time to induce a large number 
of companies of other States to estab- 
lish agencies in New Jersey. 

“In response to one effort in the form 
of a circular jetter issued from an an- 
nual meeting held in Atlantic City 
(May, 1894), about twenty-six compan- 
ies filed their papers with the 
Jersey Commissioner of Banking and 
insurance and were duly admitted. 

“The best companes will transact 
business only on a sound basis, so it 
would be to the interest of owners of 
large risks or property located in con- 
gested districts throughout the State, 
that some conservative plan be artang- 
ed, satisfactory to the State Insurance 
I'epartment, the public, and to the com- 
panies, that will induce the latter to 
continue to do business in New Jersey. 

“It will be most unfortunate if our 
large manufacturers, merchants and 
other heavy insurers must be deprived 
of the capital indemnity of any good 
company, now doing business in confor- 
mity with the requirements of the New 
Jersey State Insurance Department. 

“A fire insurance policy is a very im- 
portant collateral, especially to in- 
vestors In mortgages and to mercantile 
dealers, who, as creditors, must rely on 


tion guaranteed by the insurance com- 
panies, who practically go bond for the 
tinaneal credit of the party insured. ; 

“The fire insurance business, as it is 
now transacted in our State by most of 
the resident agents of the companies, is 
clean, honest and straightforward. It 
is tne universal practice to give every 
acceptable insurer an equal rate and to 
all a square deal. 

“The parties interested ought to take 
every precaution to prevent a backslide 
to the conditions existing in the days 
of ‘The Lloyds and other unsound con- 
cerns,’ recklessly managed, who may, 
by duplicity, usurp the place now occu- 
vired by reiiable companies.” 

Of Mr. Conlon one who has long 
known him and his work said: 

“Mr. Conlon is an experienced under- 
writer of nearly forty years practice. 
He was the first president of the State 
Resident Agents’ Association, and was 
three times re-elected tto the office. H9 
also served two terms as president of 
the Salvage Corps, and while one of a 
committee thereof, first suggested the 
suto-car for the Corps. 

“Mr. Conlou was opposed to the organ- 
ization of the Exchange, giving as his 
reason that he preferred to conduct the 
business of his office in his own way. 
However, he yielded, and the Exchange 
unanimously chose him for its presi- 
dency, which he accepted only at the 
urgent request of some friends. = 

“It was largely through his efforts as 
an organizer and peacemaker that the 
Exchange, during the first year of its 
existence, was made a success. 

“The Newark Fire Insurance Ex- 
change has aided in bringing Newark 
up with the large cities of the country; 
it is known throughout the land to be| 
most thorough and up-to-date. | 

“No underwriter has done more to} 
raise the standard of the fire insurance | 
business than Mr. Conlon, and it is well | 
ixnown that his first consideration is al- 
ways the protection of the party in-| 
sured.” 


CENTRAL NATIONAL FIRE. 





Chicago Company to Have Capital Fully | 
Paid In December 1, Will Come | 
East. 

The Central National Fire of Chicago, 
expects to have all its new capital paid 
in by December 1,this giving it $200,000 
and additional surplus. It will enter 
New York, Ohio and Iowa at once. 





NEW AMSTERDAM FIRE. 


Crum and Forster to be General Agents 
of the Soon to be Launched Com- 
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(Continued from page 1.) 

tally necessary to the interests of stock 
companies to make provision for a cen- 
tral body vested with jurisdiction ex- 
tending when necessary over and be- 
yond the confines which now limit each 
iocal or state underwriting association, 
that the proposition has been preseni- 
ed. It is to protect and conserve and 
not to abandon or injure the interesis 
of those who now control or write the 
class of business in question. The op- 
position, evidently ‘based on a most per- 
fect misconception, seems to be Cen- 
tered in New England—probably be- 
cause it is believed there that it is a 
New York idea, which of course isn’t 
at all the case. 

“No representative or friend of stock 
company interests should oppose the 
proposed action. It won’t harm them, 
put fis designed to avert developments 
which would injure them.” 

Proposition Bitterly Opposed. 

On the assumed ground that the 
movement was wholly in the interest of 
the Union companies,the non-union offi- 
ces assailed it bitterly and succeeded 
by close vote in defeating the adoption 
of the plan by the New England Ex- 
change. 

The leading Union company execu- 
tives have consistently and very em- 
phatically maintained that they had no 


other idea in mind than the handling of 


traction risks upon a logical basis, and 
one that would insure the retention of 
the business to American  com- 
panies and agents. No other 
move in fire insurance cireles has been 
provocative of so much heated discus- 
sion and yet to the man on the fence 
the wisdom of drafting a form and a 
rate that is consistent and can be ex- 
plained to the assured, does not admit 
of argument. 





JUST A YARN. 





No Basis for Reported Re-entry of Ed. 
Lanning into Realm of Fire Under- 
writing. 





A story persistently going the rounds 
recently was to the effect that Ed. 
Lanning, for many years the accomplish- 
ed senior vice-president of the Conti- 
neatal Insurance Company, and who re- 
tired from its service two years ago 
because of ill-health, was to re-enter 
the business as president of the Boston 
Insurance Company of Boston. R. B. 
Fuller, the venerable head of the Bos- 
ton, is as mentally alert as ever and 
has no thought of retiring. 

Should Mr. Lanning persist in his re- 
puted willingness to once again become 
an active underwriter, a rare opportun- 
ity exists for some company to get a 
winner. 





WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMDEN FIRE INSURANCE ASS'N, OF N. J. 
GEORGIA HOME INSURANGE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE INSURANCE GO., of Onlo 
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AND 
Brokerage Business 
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American Stock Companies 
Corespondence Solicited 
LIBERAL COMMISSIONS PAID 
C. R. CHADWICK & CO. 
GENERAL AGENTS 


Second National Bank Building 
CINCINNATI, OHIO 





pany. 


NEW YORK 
LONDON 


TORONTO 
CHICAGO 


McLEAN STINSON & CO., Ltd. 


Surplus Line Underwriters 
43 CEDAR STREET 
New York 
Telephone 264 John 
$25,000 Binder at London Lloyds 








Within a short time the newly form- 
ed New Amsterdam Fire Company 
of New York will begia writing busi- 
ness. Crum and Forster, of this city, 
will be its general agents. 


Departure by Hartford Fire. 





JOHN C. PAIGE CO. 
INSURANCE 
65 KILBY ST. BOSTON, MASS. 


F. H. ROSS & SON 


Metropolitan Managers 


Buffalo German, N.Y. Standard, N. J. 
Teutonia, La. Buffalo Com’l, N. Y. 


68 to 76 Maiden Lane, New York City 





Company to Write Sprinkler Leakage 





and Mail Package Insurance. 

A departure by the Hartford Fire is 
its announced purpose of writing 
sprinkler leakage and mail package in- 
surance. 





Frank Lock, United States Manager 


ARNOLD & WANNEMACHER 
REPRESENTING 


Teutonia of Allegheny, Pa. 
Humboldt of Allegheny, Pa. 
German American of Pittsburgh, Pa. 
Detroit of Detroit, Mich. 


438 WALNUT ST., PHILA., PA. 








ROBERT R. TUTTLE 
SYRACUSE, N. Y. 
New York and Pennsylvania 
GENERAL AGENT 
Reliable Fire Insurance Companies 











of the Atlas Assurance Company, is 
chairman of the committee named by 
the New York Board of Fire Under- 
writers to represent insurance iuter- 
ests in the charter revision. 

Through the installation of a coin 
plete sprinkler equipment in the East 
St. Louis plant of the Armour packing 
concern, the rate on the property has 
been cut from $1.78 to 40 cents. 
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ELECTRICAL 


FROM BUREAU. 


Skilled Engineer Retires From Service) 


of Insurance Companies—R. C. Bird 
His Successor. 





A pronounced surprise was afforded 
the underwriting fraternity on Thurs- 
day last, when it became known that 
3ruce E. Loomis, for the past eight 
years manager of the Fire Underwrit- 
ers’ Electrical Bureau, and widely 
known for his connection with electric 
traction work, had resigned. He will 
undertake special work, for which he is 
peculiarly well adapted for certain raii- 
way interests, retaining as heretofore, 
his headquarters at New York City. 

The Fire Underwriters 
Bureau, an organization made up of 
the following named companies, 

Aetna, Atlas, Caledonian, Citizens of 
Missouri, Commercial Union, Fire Asso- 
ciation, Firemen’s Fund, German Ameri- 
can, Hanover, Hartford, Home, Ins. Co. 
of North America, Liverpool & London 
& Globe, London & Lancashire, Nation- 


al, New York Underwriters Agency, 
North British & Mercantile, Northern 
Assurance, Norwich Union, Orient, 


Phenix of New York, Phoenix of Lon- 
don, Phoenix of Hartford, Royal Ex- 
change, Royal, Springfield Fire & 
Marine, Sun Insurance Office, Scottish 
Union & National, was the tangible out- 
growth of the desire on the part of a 
number of offices belonging to the Un- 
derwriters Bureau of the Middle Depart- 
ment to secure detailed surveys of elec- 
trical properties. The separate branch 
was formed in 1901 and the services of 
Mr. Loomis, a graduate electrical en- 
gineer, and at the time division superin- 
tendent of tue American Bell Telephone 
Company in charge of Staten Island, se- 





“The Leading Fire Insurance Company’ 
of America.” 





WM. B. CLARK, President. 

W. H. King, Vice-President. 

Henry E. Rees, Secretary. 
Assistant Secretaries, 

A. N. Williams, E. 8. Allen, 

E. J. Sloan, Guy E. Beardsley 

W. F. Whittelsey, Jr., ‘‘ Marine” 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 
HAS A 


Cash Capital - - + $1,000,000.00 
Cash Assets - - + $4,395,625.89 
Cash Surplus to Policy 

Holders - - + $2,063,044.01 


The real strength of an insurance company ts In the con- 
servatiem of its management, and the management of 
THE HANOVER Is an absolute assurance of the security 
of its poliey. 

R. EMORY WARFIELD, President 
JOSEPH McCORD, Vice-Pres. and Sec’y 
WILLIAM MORRISON, Ass’t Sec’y 
JAMES W. HOWIE, Gen. Agent 








HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
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BRUCE E. LOOMIS, Recently Resigned As Manager of Fire Underwriters 


Electrical 


cured aS manager. Work along syste- 
matic lines was undertaken. Plans for 
the proper construction of car barns 
were drawn up, and a rigid inspection 
service constantly maintained, the net 
result of the effort, together with that 
put forward by the various rate-making 
bodies of the country, being that trac- 
tion risks have ‘been transformed from 
wholly undesirable to mosx acceptable 
fire underwriting propositions. 

The importance of traction interests 
to the insurance companies may be in- 
ferred, when it is realized that the an- 
nual premiums upon these properties 
aggregate no less than eight million dol- 
lars. 

As manager of the Fire Underwriters 
Electrical Bureau Mr. Loomis is suc- 
ceeded by R. C. Bird, his former chief 
assistant, and regarded as a man well 
qualified for the important duties he has 
now assumed. 





FACTORS OF COST. 


What Enters Into Fire Insurance Rate- 
Making—The Political Fire Chief. 





The political fire department chief 
comes in for deserved censure in the 
campaign conducted by the Fireman's 
Fund Insurance Company for the en- 
lightenment of its clients as to factors 
that enter into rate-making. 

Its remarks upon this subject are as 
here given: 

“Fire Departments.—It is generally 
understood, of course, that fire depart- 
ments consist of water supply, engines, 
hose and other equipment; but suffi- 
cient importance is not always given to 
the fact that men and capable fire chiefs 
are necessary in connection therewith. 

“The political fire chief, who comes 
in with the new administration, holds 
his official ‘job’ during the term, gets 
some experience at the expense of the 
people, and retires to make way for the 
next man, is one of the weakest factors 
in the fire department, and furnishes its 
share of the’‘too high cost of fire insur- 
ance to the people.’ 

“The fire chief should, like a ship 


Bureau. 


captain, grow up in the business, should 
have experience in every condition that 
could occur when and after the fire 
starts; and should, like the captain, be 
ready to decide and give an order with- 
out waiting to think it out. 

“An ordinary man can fill the 
of Mayor, Chief of Police, Sheriff 
other public political office, where there 
is time to consider a situation and to 
take advice when needed, but the fire 
chief has no time to consult, to think 
or to get advice and must be mind- 
trained in advance. 

“The water supply and the equipment 
are important, but the chief, the man 
behind the gun, is the most important 
of all; he, if he knows his business, 
knows that the equipment the 
purpose of putting out fires, and that a 
half minute and ten gallons of water at 
the inception of a fire is worth hours, 
and the Pacific Ocean, when the fire 


is for 


| cerning the 


office | 


or 


gets out of the block and starts going | 


four ways at once. 

“The political fire chief too often 
throws tons of water into the smoke on 
the upper floors, making a bad or a 
total loss on stocks, while a fire is suf- 
fering in the basement for want of at- 
tention. 

“We have in mind a case where a fire 
chief (probably political) admitted that 
after a general alarm had been sounded, 
a race between two fire engines at the 
Fair grounds, which had been exten- 
sively advertised, ‘was run off, so 
not to disappoint the crowd.’ Anothei 
case was reported where a new political 
fire chief and his assistant did not know 
where the chemical engine was 
with which a five o'clock fire on a sum 
mer morning could have been extin- 
guished with but small loss; 
owing to the ignorance of the fire chief, 
cost a total insurance loss of over $10,- 
000 and added its quota to the ‘too high 
cost of fire insurance to the people.’ 


as 


kept, | 


and which, } 


“Bad streets and faulty signal alarms 


also help out the record of big losses 
that should not happen, all of which 
goes into the loss pool, costing the peo- 


ple much money, and preventing insur- | 


ance companies from making profits. 


OWNERSHIP OF SALVAGE. 
Marine Insurance Company Wants 
Share of That Recovered on Co- 
lumbus, Ga., Loss. 





After vexatious delays settlement has 


at last been effected of the cotton fire 
suffered by Inman & Company, of Co 
iumuus, Ga., on November 16, 1905, jus 
four years ago. 

The loss has been fixed at $178,288.19, 
ef which the Marine Insurance Com 
pany of England, pays $100,000, the ex 
cess of $78,288.19, being contributed by 
the fire offices. Salvage amounting to 
$50,253.47 has been secured, and a con- 
iroversy as to its ownership, is now on 
Ky the terms under which the business 
was written, the fire insurance com 
panies contend that they are entitled to 
the full salvage, while the marine office, 
is equally positive that should pro 
rate in the recovery. Parties now in 
London endeavoring to adjust the mat- 

r, are confident that an amicabl at 
clement will be reached 


PRENTICE CONFESSES ALL. 


Former Secretary of Ohio German Fire 
Teils All He Knows About Wrecked 
Concern, 


True to his 
Prentice, the 
urer of the 
of Toledo, apeared in court when 
Saturday last, and told the Lucas 
County Grand 
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hop d 
known 


present 


promis 
former ecretary-tres 


wrecked 


on 
Jury all he knew 
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out 
the whole story will be 
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l suppose that the reason you assign- 
ed this subject to me is that while lI 
am a special agent I am also very close- 
ly related to the sect which is referred 
to in the topic and have had a more 
or less yaried experience in connection 
with that department of insurance. 

I will, therefore, for the time lay aside 
the shoulder-straps of a special agent 
and invite you to go with me out on 
the firing line and down into the en- 
trenchments where the local agent is 
fighting the battles and winning the 
victories for this grand institution of 
commercial economy which we have the 
honor to be connected with. 

In dealing with the subject I will try 
to do so from the view point of a local 
agent and like a certain apostle once 
said, I shall use great plainness of 
speech, but I assure you there is noth- 
ing personal intended so far as present 
company is concerned. 

Let me briefly present my subject un- 
der three heads; viz: 

The Local Agent of the Past. 

The Local Agent of the Present. 

The Local Agent of the Future. 

Some one has said “the most serious 
thing about business is to get business.” 
The truth of this maxim became ap- 
parent very early in the history of fire 
insurance. The companies or organiza- 
tions who were the pioneers in the busi- 
ness came face to face with the fact 
that while insurance against loss by fire 
was a grand thing, absolutely necessary 
for the protection of invested capital 
and, in a sense, appreciated in the com- 
munity close at hand society at large 
did not unders¢and it or realize the im- 
portance of it and could not be brought 
of its own volition to patronize it. 
Therefore, as “the mountain would not 
come to Mahomet, Manomet must go 
to the mountain,” and here came into 
existence that emissary or go between 
known as the local agent; giving the 
institution of fire insurance a personal 
representation in each community and 
standing as the exponent of that system 
in the business world. 

The methods of conducting the local 
agency business then were very different 
from those of the present. Few agents 
were authorized to issue policies and 
they were found only in the cities. In 
ordinary towns and throughout the 
country generally agents were required 
to submit all offerings to the home of- 
fice, and, if accepted, the policies were 
written there. 

Every agent, whether policy writing 
cr otherwise, was supplied with applica- 
tion and survey blanks containing ques- 
tions intended to draw out all facts 
pertinent to a comprehension of the risk 
to be assumed and the character and 
circumstances of the applicant; also, a 
diagram was required showing by actual 
measurements the dimensions of the 
risk and distance to and description of 
all exposures within 100 feet each way; 
all of which was signed by the applicant 
for insurance and contained his war- 
ranty that the facts therein stated were 
true. 

This application and survey were re- 
ferred to in the policy and made a part 
of it and was the assured’s warranty in 
the contract, and resorted to in the ad- 
justment of losses; and in litigation in 
disputed cases these papers were always 
produced and the contract was inter- 
preted in the light of the truth or fal- 
sity of the representations made in 
them. 

Agent Makes Personal Inspection. 

One other feature of the application 
was the agents personal report on the 
risk and applicant, giving the facts 
known to him from actual personal 
knowledge and investigation of the case, 


and woe betide the agent who either 
through carelessness or design made 


any misrepresentations in 
The consequences were, 


the report. 
his prompt 


*An address delivered before a recent gather- 
ing of the Smoke and Cinder Club of Pittsburg, 
by A. Y. Findlay, a wéll-known local agent of 
the Smokey City. 


THE LOCAL AGENT* 


discharge from the service of the com- 
pany, and he was lucky if he escaped a 
suit for damage, if a loss occurred. 

So far as the body of the application 
and survey were concerned, all state- 
ments of facts made therein were held 
to be warranties by the assured and if 
the agent wrote them in the blank he 
was held to be the agent of the assured 
and not of the company, so far as that 
act was concerned. 

The applications were forwarded to 
the companies and, if satisfactory, the 
policies were issued and sent to the 
agents for delivery. 

In policy-writing agencies the appli- 
cations were held in the agents’ office 
on file subject to call, or till the end of 
the current month. 

Daily reports were unknown, policy- 
writing agencies authorized to approve 
applications and issue policies, recording 
them on the company’s register, and 
at the end of the month a report was 
made out which was an exact copy of 
the company’s register for the month, 
and on the last sheet was a summary 
or account current showing the various 
debits and credits of the business, and 
finally the net balance due the com- 
pany; and this report, together with 
the applications and surveys pertaining 
to the current risks and a check to bal- 
ance was mailed to the company on the 
last day of the month. There were no 
agents’ balances carried over in those 
days and neither were there any credits 
given by the agents to the assured. 

Policies were not delivered until paid 
for, and if not paid at the end of the 
month they were canceled and turned 
in with the account. 

If occasionally an agent wanted to 
carry a customer he did so by paying 
for the policy himself with the month- 
ly account and then he might hold it a 
month, but if not collected then he 
must cancel it, and the company allow- 
ed him return premium, less short rates, 
and if the agent couldn’t collect this 
he had to lose it. 

Agents took few chances of this kind, 
hence the business was cash. Even this 
indulgence was not extended to the 
agencies which did not write policies; 
they must return all unpaid policies. In 
the policy writing agencies the compa- 
nies knew nothing about the risks as- 
sumed until the monthly report came 
in. All through the month the sole re- 
sponsibility for the selection and con- 
duct of the business was with the agent. 


As, therefore, the responsibility of 
agents, and the necessary confidence 


which the companies had to repose in 
them were very great, it follower that 
great care was exercised in the selec- 
tion of them. No neer-do-well 
played-out hack of business failure ana 
no side-liner could get the agency of a 
responsible fire insurance company then. 

An applicant for an agency must be 
a man of business ability, good stand- 
ing in the community and one who in- 
tended to make the business of insur- 
ance an exclusive vocation. When his 
application came to the home office it 
must be accompanied with references of 
high local standing. 

These credentials were given to a 
trusted representative who visited the 
location of the proposed agency, exam- 
ined carefully the references given and 
investigated the character and standing 
ef the appiicant in the community, and, 
if these were satisfactory, met the ap- 
plicant and scrutinized closely his per- 
sonal and intellectual qualifications and 
then took his bond with approved sure- 
ties to cover any probable amount of 
company’s funds in his hands. On re- 
ceipt of the favorable report of the 
special representative, a commission 
was forwarded to the new appointee 


authorizing him to receive and accept 
proposals for insurance in the company 
in question; to name rates, all subject 
te approval by the home office and, if a 
policywriting agency, to issue and coun- 
tersign policies and make endorsements 
of same. 


nor 





Along with this commission was sent 
the other necessary supplies of agency, 
iuost conspicuous among which was the 
company’s instruction book; for it was 
assumed in those days that an agent 
needed much special instruction and 
education to qualify him for his work. 
Hiow well 1 remember the fine instruc- 
tion books and manuals issued to agents 
way back in the sixties by such com- 
panies as tne Aetna, the Hartford and 
the Home of New York. Big important 
looking volumes bound in law sheep 
aud looking as dignified as Chitty’s 
Blackstone or wureenleaf on Evidence. 
They were iuued with the meat of the 
business from cover to cover. 

Inspection and selection of risks, the 
correct wording of policies, the explana- 
tion of the contract of insurance, what 
to accept and what to decline, and the 
law as applied to the insurance contract, 
were treated fully and lucidly; and 
made so clear that not only could a 
wise man understand them but also that 
a fool could not misunderstand them. 
Minimum rates were named for all 
kinds of property and instructions given 
about charges for exposure, the proper 
construction of buildings and what de- 
fects to look out for. The companies 
who had no special instruction books 
of their own sent copies of such works 
as “Hines Instructions to Agents,” ‘‘The 
Practice of Fire Underwriting” by 


Arthur C. Ducat of Chicago, who was 
the originator and first apostle of Sched- 
ule rating. But whatever the book was, 
along with it came a letter of instruc- 
tion specifically calling attention to it 
as the monitor and guide of the agent, 
telling him that whatever was not per- 
mitted therein was prohibited, in the 
absence of special instructions from the 
company, and commanding him to con- 
duct his business strictly in accordance 
therewith. Failure to do so entailed, in 
the first instance, a calling attention to 
the rule, in the second, a severe repri- 
mand and in the third came a summary 
discharge. The same followed any 
neglect or delay in obeying written in- 
structions or failure to reply to letters 
of inquiry. 
Agents Carefuly Chosen. 

As before stated only men who ex- 
pected to make insurance a life busi- 
ness and give it exclusive attention were 
acceptable as agents. To this end com- 
panies were careful to create conditions 
that wouid conduce to these objects. 

Agents were given exclusive territory 
and as much of it as they could person- 
ally cover. 

Agencies were placed only in the 
larger town usually at the county seat, 
and probably at one or two other large 
towns in a county, if there were such, 
and they were given all the country and 
smaller towns in a radius within reach 
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New Jersey Office: ENGLEWOOD, N. J. 


New Jersey State Agent For 


THE AMERICAN LIVE STOCK INSURANCE CO. 


INDIANAPOLIS, IND. 


Locai agents wishing to add a growing and profitable branch of 
insurance to their agency should communicate with me at once 
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St. Louis, Jan. 1st. 


H. G. Hoffman, 
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of Greensboro, Austin of Dallas, Commonwealth of Dallas, Republic 
Underwriters, Dallas, International of Dallas, Jan. ist, International of 


All Losses Adjusted and Paid from this Office 


Address—Mt. Sterling “The Hartford of Kentucky ” 


General Agent 
for HentucKhy 








ESTABLISHED 1886 





ASSETS $300,000 


Indiana and Ohio Live Stock Insurance Co. 
—INSURES— 
HORSES, MULES and CATTLE against death from any cause 
Home Office: CRAWFORDSVILLE, IND. 


$100,000 deposited with Insurance Department of Indiana for the 
protection of all policy holders 
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105 WILLIAM ST. . 
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New York Suburban Territory 


AUSTIN FIRE INSURANCE CO. 
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COMMONWEALTH FIRE INS. CO. 
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WHILDEN and HANCOCK 
GENERAL AGENTS 
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Correspondence Solicited From Agents at 
Unrepresented Points 


. NEW YORK CITY 
REPUBLIC UNDERWRITERS 
OF TEXAS 


New York, Pennsylvania and New Jersey 


FLORIDA HOME INS. CO. 
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of the agency, and no writing by agen- 
cies out of their territory or over-head 
writing was tolerated. 

Only a limited number of companies 
located in a town, and many applica- 
tions for agencies were refused because 
the management of the company ap- 
plied to felt that there were already suffi- 
cient companies in the place for all the 
desirable business. Companies did not 
want the whole earth in those days. 
With the facilities thus afforded there 
was something to work for. 

Young men could engage in the busi- 
ness with a reasonable hope that by 
industry and faithful performance of 
duty they could build up and hold a 
business from which in after years they 
might acquire a competency. Men of 
business ability and sterling worth were 
attracted to the calling and studied it as 
a profession and attained wealth and 
prominence thereby. 

I remember a Thompson Derr whose 
name (though he has been dead many 
years) his successors in business are 
still proud to retain and conjure with. 
Or a J. M. Downing who, coming up 
from the lowest ranks, has long been 
trusted with the management of a large 
part of the business of one of the old- 
est and most prominent companies in 
the country. Yes, the local agent of 
the olden time was a stalwart, well- 
equipped for his calling, proud of the 
responsible position he held in the busi- 
pess world and serene in the feeling that 
he was building up a business which 
would be a support to him in old age 
and even a heritage to his children. 

He felt his dignity and responsibility 
and could criticise a good risk and say 
“no” to a bad one with equal emphasis, 
as he digged deep and built well the 
foundations on which the sublime super- 
structure of fire insurance now rests. 

The Local Agent of To-Day. 

What is he? While a few of the old 
guard yet remain, I regret to say that 
a large proportion of the local agents 
to-day are very inferior specimens as 
compared with their predecessors. What 
is he? A commission hunter, a side- 
liner, a starveling, fished up in many 
instances from the jetsam and flotsam of 
business wreckage and without any 
aualifications for the trusts placed in 
his hands. 

He is given a commission, a lot of 
supplies, the use of which he does not 
understand, and a lot of blank policies, 
and he knows as little about the condi- 
tions which they contain or the laws 
and court rulings which govern them 
as a mule knows about Latin. 

With this equipment he is sent out, 
not to make an intelligent and judicious 
selection of risks, but to sell policies and 





xet premiums, get premiums, get pre- 
miums. The injunction most forcibly 
impressed on his mind is: Get pre- 


miums and thou shalt be blessed; fail to 
set premiums and thou shalt be damn- 
ed; and he acts accordingly. He gets 
everything in sight which carries with 
it a commission for him, which in many 
cases is all that the business represents 
to him. He gets no instructions about 
the proper manner of conducting the 
business or in the practice of underwrit- 
ing in which he is (or should be) one of 
the most prominent factors. Manuals 
and instruction books are out of fashion 
now. The only exceptions to this are 
the splendid instruction books sent out 
to their agents by the Continental In- 
surance Co., and the Fidelity Insurance 
Company of New York. 

We field men of this day would best 
approach any agents of these companies 
who are familiar with those books very 
carefully. They are apt to know more 
about the business than we do. 

There is no incentive for men of busi- 
ness or financial ability to engage in the 
local agency business in the to-day. 
Young men do not seek it as a promis- 
ing opening. It holds out no promise 
of competency. The best it offers is a 
make shift for the time being or a side 
issue to help eke out the expense ac- 
count of some other calling, which is 
the so-called agent’s regular occupation. 
His time is occupied with other things 
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more important to him and the insur- 
ance end of the business gets merely 
perfunctory attention. He does not de- 
pend on insurance for a livelihood or a 
competency and does not consider it of 
sufficient importance to post himself in 
its requirements. The only insurance 
literature you find in his office is the 
district rate book and Association rule 
book, which treat only on the rates of 
specific risks and the writing of certain 
classes. Nothing whatever is there to 
instruct him either in the selection of 
risks, the comprehension of hazards, 
the importance of consideration of 
moral hazard or the meaning of the 
contract ne issues. If he cares at all 
for information of the underwriting part 
of the business he supposes he must 
have recourse to the district secretary, 
and the sooner that practice is frowned 
down by the companies and special 
agents the better. District secretaries 
are not repositories of insurance wisdom 
and have sufficient to employ their time 
in their legitimate sphere. So our agent 
of the present day goes it blind, grinds 
out the policies you give him haphazard, 
trusts to luck for the consequences and 
answers your calls for “more premium” 
with a counter demand for “more com- 
mission.” 

Ask him any question relating to the 
contract he issues and he answers only 
by guessing. How often are you asked 
by him whether if an insured saves any- 
thing from a fire if it will not be taken 
out of his insurance? 

How many times when you come to 
adjust a loss, do you find that he has 
advised the insured to leave the prop- 
erty in the same condition and location 
as the fire left it because he has heard 
that the corpse of a suicide must be left 
where it fell till the coroner comes? 

How many agents do you find who can 
explain the co-insurance clause intelli- 
gently? Few of them attempt to do so 
though they append it to many policies, 
entailing trouble and explanation to 
the adjuster when the loss comes. 

The consequence of such incapability 
in local agents is correspondingly loose 
methods in conducting the business. In 
the inception of the contracts which 
they issue, no applications are taken 
and no information is sought about “he 
title of the applicant to the property or 
encumbrances, the character of the ap- 
plicant, or any other material facts re- 
lating to compliance with the conditions 
of the policy is sought. 

There are no representations made by 
the appiicant and referred to as warran- 
ties in the policy. A mere penci: 
memorandum of the amount of insur- 
ance to be written, and that all-import- 
ant item the premium, is taken by the 
agent, and even this is generally de- 
stroyed after the policy is written. So 
far as conveying information to the 
company in relation to material facts 
about the applicant for insurance or the 
property to be insured, the average daily 
report wuich reaches the home office 
might as well be blank paper. Who is 
responsible for this deterioration in the 
local agents? I answer, the insurance 
companies and their special agents. 
First the local agent was hampered by 
more companies coming into the field 
than there was business for, if conser- 
vatively conducted. Next, he was com- 
pelled to see his largest and most profi*- 
able risks taken from him by the com- 
petition of brokers from the large busi- 
ness centers, often at lower rates than 
he was permitted to write for and in 
many instances written over his head by 
the same companies which he repre- 
sented. 

Then his territory was curtailed. The 
companies he represented and for which 
he had labored hard and long to build 
up a renumerative business, planted 
little agencies in every hamlet and at 
every cross roads, and he was confined 
tc the limits of his home town, already 
over-crowded with competitors. In ad- 
dition to this, the organization of Field 
Men for the regulation of the business, 
became a feature, and interposed be- 
tween the agent and his companies with 
codes of rules and regulations, many of 


which were difficult (if not impossible) 


of enforcement if the patronage of the 
public is to be retained and, worst of all, 
he was given no protection in trying to 
comply with these requirements. So it 
is not to be wondered at that the old 
style local agent is becoming lax in his 
methods and while the new style local 
agent knows nothing of any method 
save to “pet premiums.” How much of 
the enormous fire waste of to-day is the 
outcome of the ignorant and careless 
placing of lines of insurance by the de- 
teriorated agency service? Is it any 
wonder that the public, judging the in- 
surance companies by the kind of repre- 
sentatives they have, are importuning 
the legislatures to enact restrictive and 
inquisitorial legislation for protection 
against them? 

The Local Agent of the Future. 

What will he be? If the present short- 
sighted and greedy metnods of the com- 
panies continue, he will be a dwarf and 
a ‘starveling, or «aking his cue from the 
craving for premiums he will acquire 4 
like craving for commissions, and, like 
the horse leech’s daughter, continually 
cry, “More, More.” There is a story ot 
a great inventor who once upon a time 
essayed to make a man. He produced 
an automaton with the precise physical 
structure and powers of a man, but he 
could not put a human soul into it, and 
when it was completed it turned on him 
and crushed him to death. So this auto- 
maton agent, without skill, training or 
judgment which the companies have un- 
wisely created may, by his greed for 
commissions and ignorance bring about 
such an increase of expense and loss 
ratio that they will be glad to cast him 
overboard and reinstate the conserva- 
tive methods which were so eminently 
successful in the past. But, unless 1 
much misread the signs of the times, a 
brighter day for the legitimate local 
agent is coming. Taught the benefits 
of organization by his experience with 
the company associations the better 
class of local agents are organizing all 
over the land for their own benefit and 
protection. The Local Agents Associa- 
tion already occupied a high position in 
insurance economy and commands 
respect and consideration of practically 


the 


all of the agency companies in the 
country. Conservative in its requests 
for consideration of the companies, dig- 


nified and logical in its conduct, it is 
growing ranidly in strength and influ- 
ence. Not attempting to infringe on 
those prerogatives which belong to the 
companies, it aims solely to inculcate 
such principles and bring about such 
reforms as will conduce most to the 
welfare of the companies, the agents 
and the insuring public, and to the edu- 
cation and elevation of the business and 
calling of the local agent. The side- 
liner and ..e cross-roads squatter have 
no part nor lot in this movement. It 
requires higher talent than they pos- 
sess: its membership is composed only 
of those agents who seek to place the 
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business on the high plane of the past. 
Their meetings are characterized by 
conservatism and their literature is logi- 
cal in its tone. Already they have se- 
cured substantial recognition and con- 
cessions from the agency companies. 
Over-head writing, the appointing of 
dual agencies and interfering with the 
ownership of expirations have either 
ceased or been greatly modified. Other 
abuses are being corrected and the as- 
sociation has frequently been more po- 
tent in averting rate wars and bringing 
them to an end than have the company 
organizations themselves. This organ- 
ization will go on growing in strength 
and influence. Its membership is in- 
fluential in community now and will 
soon become a potent factor in moulding 
and educating public opinion on insur- 
ance topics and it will be prominent in 
shaping insurance legislation on such a 
safe and sane basis as the insurance 
companies could never attain to, because 
in the local agents association is the 
leaven which works in every commu- 
nity. 

The time will come when the insur- 
ance companies will appreciate the 
possibilities of this organization, and 
will be willing to grant any thing rea- 
sonable in return for its influence on 
the public mind and in legislation. 
Then shall the lion (the companies) and 
the lamb (the agents) lie down together, 
the lamb resting peacefully and confid- 
ingly by the side of the lion, not inside 
of him. 

Many changes must and will 
place before that bright day comes. 
“The mills of the Gods grind slow, 
gut they grind exceeding small.” 
The public will grow tired of paying 
burdensome rates to support the in- 
creasing loss ratios and excessive ex- 
pense accounts, which are largely attri- 
butable to the present careless and high 

pressure methods in the business. 

Companies will learn that profits are 
more to be desired than premiums and 
agents will come to see that confidence 
is more valuable than commissions. The 
side-liner and the agent who settles his 
balances about twice a year, and then 
only when the special agent goes after 
him, and the fellow who takes 100 per 
cent. commission and then retires from 
the business, will be driven from the 
field. Then the legitimate and intelli- 
gent agent will come to his own. He 
will be given space and protected in 
such territory as it will be possible for 
him to take care of profitably to his 
companies. 

his compensation will be regulated so 
that he will be fairly paid for giving his 
time to conducting the business intelli- 
gently and will be given a share in the 
profits which his fidelity and skill as 
an underwriter helps to produce. Then 
will the calling of the local agent be 
elevated to that plane to which by its 
usefulness it will have a rightful title. 

That of a dignified and honored pro- 
fession. 


take 





FIRE ASSOCIATION 


Organised 1817. Incorporated 1820. 


Cash Capital, $500,000. Assets, $7,301,261.56. 

T. kh. Conderman, Vice-Pres, 
M. G. Garricues, Sec. and Treas. 

R.N. Kelly, Jr., Asst. Sec. and Treas. 


E. 0. Irwin, Pres. 


PHILADELPHIA fT 
Office: Company’s Building, 407-409 Walnut St. 
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CONFLAGRATION PROOF 





CALIFORNIA INSURANCE CO. 


OF SAN FRANCISCO, CALIFORNIA 
New York Standard Statement, Jan. 1, 1909 


CAPITAL . . _ ° ° $400,000 
All Liabilities, including Reserve ° 381,653 
Total Assets . ‘ ° . s 978,605 
SURPLUS to Policy Holders . ° 596,952 
Increase in Assets . ° ° . 182,618 
Increase in Reserve ° ° ° 105,175 
Increase in Surplus ° ° ° 45,764 
“wih. This Company has a record unequaled in the 


history of the Insurance business 
FRANK C. STURTEVANT 
MANAGER EASTERN DEPARTMENT 
FOURTH AND WALNUT STREETS, PHILADELPHIA 
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AM. SURETY A GAME LOSER. 


WON’T ALTER RAILROAD BOND. 





Big Loss at Cincinnati Due to “Condi- 
tionless” Contract, But Lyman 
Says it Stands. 





When the news was flashed from 
Cincinnati last week, that the local 
treasurer of the Big Four Railroad was 
short in his accounts considerable more 
than a half million dollars, the popular 
idea pictured the executives of the 
bonding companies as either crossing 
their fingers or touching wood. That 
the defalcation occurred in the minute- 
ly systematized office of a railroad, only 
added to the wonder of it. 

Before this case became known, prob- 
ably any of the heads of the surety com- 
panies would have been willing to say 
that under the modern auditing and 
careful checking systems, a defalcation 
of a half million dollars from a railroad 
office was scarcely possible. With the 
companies constantly devising ways to 
put a check on the man who handles 
the money, a big loss like this causes 
a wave of doubt and each company 
wonders if it is the next to be hit. 

The American Surety Company had 
bonded this treasurer for $50,000. It is 
a total loss. There is another popular 
idea to the effect that when $50,000 
losses come into a surety office, there is 
a certain amount of scratching of the 
presidential head. To those on the out- 
side, certain questions immediately sug- 
gest themselves. ‘“‘How is it possible 
for a man to steal a half million dollars 
in spite of the safeguards thrown 
around him? What will the surety 
company do to prevent a recurrence of 
this loss?” With these things in mind, 
a representative of The Eastern Under- 
writer sought President Henry D. Ly 
man of the American Surety Company. 

Company Stands Pat. 
Briefly the facts in the case are: C. I 


“ 
Warriner, local treasurer of the Big 
Four Railroad at Cincinnati, was re- 
ported to have confessed to taking 
$643,000 of the company’s funds. The 


defalcation was hidden by entering the 
sums taken as “cash in transit” on the 
company’s books. 

With a vivid idea of the careful scru- 
tiny that this case must be undergoing 
at the American Surety office and the 
importance of the questions involved, 
the inquirer went to the fountain head 
of information. Wisdom fairly exudes 
from the comfortable and smiling per- 
son of the president of the American 
Surety Company and keen ears listened 
for the answer to the question that, it 
was confidently expected, would point 
the way for all time in the matter of the 
prevention of big losses. 

“The treasurer of a local railroad 
office, one of a large number bonded by 
the company, causes a total loss on the 
bond. What will the company do to 
prevent the recurrence of this experi- 
ence on these bonds?” 

“Nothing,” said Mr. Lyman simply. 


“But,” persisted the other, “there 
were no unusual circumstances in this 
case to make it easier to steal funds 


than in any of the similar offices of the 
railroad. Would not good underwriting 
demand that the condition of the treas- 
urer’s books be certified to at frequent 
intervals?” 


“We have no such condition in the 
bond.” 
“But there will be some similar re- 


quirement in the future?” 
The president smiled a negative smile 
and shook his head. 
Lyman Optimistic. 
“Had this been done, however,” said 
the interviewer, with a momentary flash 
of triumph, “the American Surety Com- 


pany might have lost nothing, in spite 
of the big loss to the railroad.” 

“We have already bonded Warriner’s 
successor under the same form,” said 
Mr. Lyman, radiant with optimism. 

The question whether the company. 
has a scientific underwriting basis for 
the bonds, or if it just bets the railroad 
the loss against the premium that it 
will come out ahead, was not discussed. 
Mr. Lyman said that the company was 
able to do it because it got an adequate 
premium. The fact that certain mem- 
bers of its board of directors are iden- 
tified with the Vanderbilt lines, may 
explain much. The American Surety 
has no competition for the bonds cov- 
ering employees of the Vanderbilt 
systems. 





SOUTHWESTERN CASUALTY CO. 





Organizers of Oklahoma _ Institution 
Propose Making It Strong In Finance 
and Management. 





In the Southwestern Casualty Com- 
pany of Oklahoma City, Okla., it is pro- 
posed to have an institution sufficieatly 
strong and progressive to make a place 
for itself among leading casualty insur- 
ance companies. McWhorter & Weir 
are fiscal agents of the company and in 
an interview with a representative of 
The Eastern Underwriter, Mr. Weir 
stated that the organization is progres- 
sing in a satisfactory manner. 

The officers chosen are as follows: 
A. L. Welsh, president; S. C. Heyman, 
1st vice-president; W. S. Weir, Jr., 2nd 
vice-president and general manager; I 
M. Holcomb, treasurer; H. C. Ochiltree, 
secretary. 

Directors: A. L. Welsh, I. M. Hol- 
comb, director and cashier Oklahoma 
City National Bank; R. E. Moist, presi- 
dent Wise-Moist Coal Company; W. E. 
Taylor, cotton broker; S. C. Heyman, 
merchant; H. C. Ochiltree, lawyer; W. 
A. McWhorter, broker; W. S. Weir, Jr., 
broker; Bureau House Manager Okla- 
homa City Mill & Elevator Co. and 
President Board of Trade. 

Judging by some of the literature is- 
sued, it is the purpose of the manage- 
ment once the company gets under way 
to transact business along well defined 
and successful limes. 





REFUSED TO BITE. 
Western Newspapers Decline to Be 

Worked for Free Advertising by 

R. B. Armstrong. 

The former assistant secretary of the 
treasury, R. B. Armstrong, announced 
with great fanfare of trumpets last 
week that the Consolidated Casualty 
had taken’ over the National Casualty 
of Louisville. Mr. Armstrong’s press 
bureau sent the Chicago dailies a long 
grist of stuff indicating that the deal 
was a most important one. The dailies 
did not “bite” very extensively. 

As a matter of fact the National Cas- 
ualty was a small concern being organ- 
ized and it simply transferred what few 
subscriptions it had to Mr. Armstrong. 





SOUTHERN SURETY CO. 





Muskogee Corporation Now Has Assets 
of Close to $700,000. 





The Southern Surety Company, of 
Muskogee, Okla., seems to be thriving 
apace, its June 30th statement showing 
total assets of $660,678, with a net 
surplus of $50,309. The executives of 
this progressive institution are: C. S. 
Cobb, president; John T. M. Johnston, 
vice-president; J. L. Johnston, vice- 
president; E. G. Davis, secretary-treas- 
urer and F. A. Angles, asst. sec. and 
auditor, 


DEFINES PROCEDURE. 





Court Instructs as to Settlement of Ad- 
ministrator’s Bond. 





The highest Kentucky court having 
settled the matter the Chancery court 
in Louisville has laid down the method 
of precedure in the case of the United 


State Fidelity & Guaranty in settling 
its liability under the bond of Latti- 
more D. Carter, former trustee for the 
Douglas estate. It appears that Carter 
was a trustee for the will of his grand- 
father, George L. Douglas and also held 
a fifth interest in the property. As 
trustee the United States Fidelity & 
Guaranty was on his bond and was made 
a co-defendant when Carter was sued 
for some $70,000 covering alleged defal- 
cations. The company has already paid 
over the money to the present trustee 
and in determining its final liability the 
court will subtract from the total sum 
due the value of Carter’s interest in the 
estate. 





OF AGE. 





German Commercial Commemorates 
Twenty-first Birthday—Secretary 
Meininger’s Service With Co. 





The German Commercial Accident 
Co., of Philadelphia, on November 7th, 
had a birthday occasion, it having at 
that time arrived at the voting age of 
twenty-one years, says “Insurance 
World.” The German Commercial came 
into existence November 7th, 1888, as 
the Commercial Mutual Accident Co. 
Its sponser, Gen. John F. Hartranft, 
who had been a distinguished army of- 
ficer during the Civil War and subse- 
quently the governor of Pennsylvania, 
held the position of president uatil his 
death. He was succeeded by Gen. R. 
P. Dechert, who also held the office 
until his death, then came Wm. H. Jar- 
den and the present president Judge | 
Ladner, prominent in politics. The 
present secretary and general manager, 
Horace B. Meininger, became associated 
with the company in 1893 as assistant 
to Robert Shean, then the secretary. 
Thos. L. Pillings, the treasurer, has 
been with the company since 1899. It 
was largely due to Mr. Meininger that 
the plans of the company were changed 
from a mutual to a stock company and 
the corporate name changed to the 
German Commercial Accident with a 
full paid capital stock and additional 
surplus. The company operates three 
departments and is reyresented in fif- 
teen states and has applications pend- 
ing in two others. At a recent annual 
meeting of the stocholders it was de- 
cided to increase the capital and sur- 
plus and place the company on a much 
stronger financial footing. 





FOR CAPITAL REDUCTION. 





Stockholders of American Credit In- 
demnity Company to Consider Mat- 
ter on 29th Inst. 


Commercial Union Assurance Company 
(Limited) 
OF LONDON 
PINE AND WILLIAM STS., NEW YORK CITY 








Surplus Lines Department 


Affords agents and brokers the best 
facilities for supplying reliable indemnity. 
We are Attorneys in the United States for 

THE CENTRAL INSURANCE CO. 

Limited, of London 
ESSEX & SUFFOLK EQUITABLE INS. 
SOCIETY, Ltd., of Colchester 
LEATHER TRADES *& GENERAL IN- 
SURANCE C0., Limited, of Liverpool 
THE LEGAL INSURANCE COMPANY 
Limited, of London 


BINDER CONTRACT (Guaranteed Under- 
writers) at Lloyds, London 

Only legitimate surplus lines at fall tariff rates 
entertained on the heavy value risks after the capacity of 
the local agents is exhausted.—Your business protected. 
Capacity, $40,000 on unsprinklered risks and $100,000 on 
sprinklered risks.—Liberal commissions.—Strong Com- 
panies.—Losses adjusted and paid through this office. 
Applications by mail or telegraph receive prompt attention 


Fred S. James & Co. 


84 William Street 
New York 
Chicago Office: 171 LA SALLE ST. 

















PHENIX 
INSURANCE 
COMPANY 


OF BROOKLYN, N. Y. 


No. 68 WILLIAM ST. 
New York 








Northern Assurance Co., ita. 
OF LONDON, ENG. 


U. S. Statement as of Jan. 1, 1909 


Admitted Cash Assets......... $4,801,566 
All Liabilities, incl. Reserves . 3,075,917 
Net Surplus in U. S...... $1,725, 639 


Eastern and Southern Departments 
Company’s Building, 
38 Pine Street, New York 


GEORGE W. BABB, Manager 
T. A. RALSTON, Sub-Manager 

















A special meeting of stockholders of | 
the American Credit Indemnity Co.,| 
will be held in New York City, on the) 
29th inst., for the purpose of consider-| 
ing reducing the capital of the corpor- | 
ation from $1,000,000, in accord wth the 
command of the New York and the 
Massachusetts Insurance department. 


VIRGINIA 
AGENTS WANTED 


NORFOLK FIRE 


Insurance Corporation 
NORFOLK, VA. 


NORTH CAROLINA 
MARYLAND NEW JERSEY 


WEST VIRGINIA 














A. P. WATSON, President 





Shawnee Mutual Fire Ins. Co. 


SHAWNEE, OKLA. 


WE INSURE MORE OKLAHOMA FARM PROPERTY THAN 
ANY OTHER COMPANY IN THE WORLD 


C. H. ECKFORD, General Manager 
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SURETYSHIP—A MORAL FACTOR 


By John B. Murphy, Resident Vice-President at New York 


of the United 


There has been no business in re- 
cent years that has developed to a 
greater extent than corporate surety- 
ship. 

Persona] bonds date back through the 
ages and were used almost exclusive- 
ly up to the last sixty years. This 
was about the time when the 
first eguarantee society or company 
was organized with the primary ob- 
ject of bonding employes of banks as 
against dishonesty. The organizers 
knew the great advantages of a com- 
pany’s bond over personal surety. They 
had evidence to the effect that in a 
majority of cases where dishonesty 
occurred and where personal bonds 
covered such occurrences they found 
that they could not recover from such 
personal bondsmen in a number of 
cases; the principal one being that 
they could not pay the loss sustained 
on account of their position financially 
having changed since the time they 
became surety on such personal bonds. 
The organizers also knew that it was 
the height of impudence for persons 
to expose their property to seizure as 
it did a great wrong to their families 
and themselves and often meant ruin; 
this combined with the fact that the 
court also recognizes personal bonds- 
men as court favorites, as they are not 
compensated sureties, impressed them 
still further that a company’s surety- 
ship was greatly preferable to per- 
zonal sureties. They advocated this 
plan before the public and they had 
very little difficulty, when facts were 
presented, in organizing the first guar- 
antee company. 

At that time the business was con- 
fined to what is known as fidelity busi- 
ness, namely: guaranteeing the honesty 
of employes in so far as the embezzle- 
ment of funds entrusted to their care 
was concerned. The fidelity business 
is insurance and there is no absolute 
security held by the guarantee company 
as a general rule. 

The execution of a fidelity bond is 
predicted on the moral hazard of both 
the emiploye to be bonded and the em- 
ployer in whose favor the bond is is- 
sued, and last, but not least, the system 
of accounting in force. Where this busi- 
ness is recognized as a moral factor, 
and of the greatest value to the public 
is where the employers of to-day insist 
upon their employes obtaining a fidel- 
ity ‘bond before they will engage them 
in any position of trust. Before such 
bond is granted on their behalf, how- 
ever, each one’s career must have been 
covered and investigated for a period 
ot 10 years previous provided,of course, 
they have been engaged in ‘business or 
employed during that period. The investi- 
gation frequently dates back covering 
an applicant’s school days, and if any 
derogatory information of a material 
character is disclosed the applicant is 
refused a bond. This is of the greatest 
value to the public for obvious reasons, 
it eliminates irresponsible or dishonest 
persoas from securing positions of trust 
and the employer and public are bene- 
fitted accordingly. 

Before the inception of corporate 
suretyship the employers employing 
persons to_hold positions of trust were 
not in a position to investigate proper- 
ly or scientifically the records or careers 
of the people whom they were about 
to employ or have employed. Surety 
companies apply every known scientific 


Surety Company. 


means in their investigation of appli- 
cants for bonds and there is no way by 
which an applicant can mislead suc- 
cessfully the thorough and drastic in- 
vestigation which is required by the 
companies. 

First Guarantee Co. Formed in 1869. 
. The first guarantee company in 
America was organized in 1869. There 
are now upward of twenty-five surety 
companies transacting ‘business in this 
country. The business is divided into 
two distinct ‘branches, namely; fidelity, 
which has already been referred to, 
and surety. The latter branch of the 
business is only in its first stages of 
development. This branch covers the 
execution of court bonds such as guar- 
anteeing administrators, executors, 
guardians, trustees and contract bonds 
of every description. 

The issuance of corporate surety 
bonds covering fiduciaries is of the 
greatest benefit to estates. Under the 
old system of personal bonds there 
was hardly any check on the disburse- 
ments on behalf of estates. To-day 
surety companies insist invariably on 
joint control along with the adminzistra- 
tor or the other fiduciaries, for the pur- 
pose of examining all payments made, 
as surety companies are responsible for 
all payments not allowed by order of 
the court. Frequently the fiduciary 
under personal bonds is not accustomed 
to handling trust funds or familiar with 
financial affairs and deposits cash st- 
curities to his personal account, and 
after a time through his carelessness 
or inexperience, it becomes impossible 
to separate the funds belonging to the 
estate from his own, or on the other 
hand, in case the fiduciary shouid die 
suddenly leaving his account in a 
tangled and confused state, the estate 
suffers. With a corporate surety bond 
the company insists, as a practical busi- 
ness requirement, in the first place that 
the funds of the estate be kept separate 
and apart from the fiduciary’s persona! 
account and inthe second place, they in- 
sist on joint control or countersigna- 
ture on checks along with the admin- 
istrator and, of course, carefully scru- 
tinized the payment asked for and only 
allowing such payment when authorized 
by the court. 

Public officials invariably have to fur- 
nish bonds these days. This class of 
ousiness is practically of a fidelity na- 
ture, although the risk covers a wider 
area and goes so far in some instanices 
as to cover business judgment. An or- 
dinary fidelity bond can be cancelled at 
any time, but not so with public official 
bonds such as county treasurers, tax 
collectors, and employes in some of the 
branches of the Wnited States Govern- 
ment. These bonds are issued covering 
the tenure of office may be for one or 
more years and the liability is not 
terminated for acts committed during 
their term of office until the end of that 
period and the period for the discovery 
of embezzlement or errors of judgment 
which may have occurred in the ma- 
jority of cases is indefinite. The losses 
paid by surety companies on public 
officials have been very heavy. The lia- 
bilty is far-reaching, going so far in 
some cases to the extent as to be re- 
sponsible for funds that are deposited 
in banks and trust companies, in case 
such banks or trust companies fail and 
the country or municipality lose by 
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such failure, although the person bond- 
ed is in nowise to blame. 

The development of business where 
contract bonds are required has been 
considerable in the last few years. This 
branch of the ‘business requires the 
most careful consideration. Once a con- 
tract bond is issued it cannot be can- 
celled until the completion of the con- 
tract, as the bond guarantees the ful- 
filment of same. In most of the other 
ferms of bonds some protection is ac- 
corded the company in the way of can- 
cellation and an employe or public offi- 
cial knowing that if his acts be dis- 
covered by the surety company and 
that they will resort to criminal action, 
he will make reimbursement through 
fear of prosecution and ultimate im- 
prisonment and disgrace if he possibly 
can. In a great many cases where dis- 
honesty has occurred with private em- 
ployers, the employe knows that on ac- 
count of long service and family re 
lationship with the employer he will be 
forgiven and the employer not wishing 
to disclose to the public the fact that 
his funds have been embezzled and 
which disclosure may militate in a 
great many ways against his business 
and the expense of litigation, added to 
an already heavy loss he wil oftentimes 
condone the offense and not report the 
loss to the surety companies. However, 
more cases of this kind happen where 
personal bonds are in force or where 
there are no bonds than where corpora- 
tion bonds are in force. 

Before deciding to execute a contract 
bond the surety company inquires. into 
the contractors’ experience, his finan- 
cial resources, amount of work he has 
on hand, proper estimating, character 
of the work to be done, seeing that he 
has insurance covering possible acci- 
dents to employes, coming under the 
employers liability act, and protection 
to the public under public liability in- 
surance. The problems of underwriting 
in the contract branch are varied and 
numerous and cover the entire con- 
struction and supply fields. The United 
States Government invariably asks for 
ponds guaranteeing the construction of 
war vessels, as well as all kinds of 
buildings, such as post office, dry dock, 
breakwaters, sea walls, ete. This gives 
one an idea of the magnitude of the 
pusiness. 

Executives of surety companies who 
authorize the execution of bonds must 
be persons who have had a varied busi- 
ness experience, as they have to have a 
knowledge of all businesses because 
suretyship covers every field in the 
financial and commercial world. 

The moral force of suretyship cannot 
be over-estimated. The employe hold- 
ing a position of trust, as has been 
said before, must be investigated and 
must measure up to a high standard 
of morality. The contractor before he 
secures his bond must show that he has 
had experience in his work in order 
to satisfy the surety company that he 
can complete his contract; if he is a man 
that has not met his obligations in the 
past and is irresponsible, his application 
is not considered favorably. 

The business as yet is in its infant 
stage and is bound in the natural course 
of events to increase rapidly in its de- 
velopment. There are a great many 
private commercial houses in the coun- 
try to-day that do not know there is 
such a business in existence and when 
the knowledge of such a business will 


have been brought to the attention of 
these houses they doubtless will see the 
great advantages to be gained by hav- 
ing their employes bonded by a surety 
company. The fact that an employe 
knows that he is bonded by a surety 
company is a great restraint on him and 
a a strong tendency to keep him in 
the 


proper path, as when an em- 
bezzlement is covered by asurety 
company’s bond, he knows that the 


company is relentless and will insist on 
criminal prosecution to conviction. To- 
day architects and owners of private 
work frequently insist that contractors 
produce bonds guaranteeing the fulfil- 
ment of their obligations. The feature 
of the business is bound to develop 
rapidly when the advantages of corpor- 
ate suretyship are recognized. 

There are a great many problems to 
be solved that will come up in the fu- 
ture regarding particularly the financial 
conditions of the country and in view 
of the fact that there is considerable 
dissatisfaction as to the establishment 
of a central bank and postal savings 
banks and also as to certain States 
guaranteeing bank deposits, it is not at 
all improbable that this great problem 
Will be solved by the surety companies 
This, if such a condition should come 
about whereby surety companies will 
guarantee deposits in banks, will con- 
siderably eliminate the faulty methods 
employed in the past by certain bank- 
ing institutions, as the surety companies 
for their own protection will insist upon 
eradicating the questionable business 
methods which have been employed in 
the past by some of the financial insti- 
tutions. 

The business is far reaching in its im- 
portance in so far as the public interest 
is concerned. It Has already placea 
business on a higher plane wherever 
they are interested as this is a matter 
2lso for their own protection. 

The companies are able to-day to fix 


rates On a much sounder basis as far 
as Statistics is concerned. In the past 
several of the companies who have 


found themselves in financial difficulties 
owing to the fact that the premium 
charges were not sufficient have increas- 
ed Same. This has had a wholesome 
effect, and increased rates are obtained 
to-day, and the companies are now on a 
better and safer working basis or con- 
dition, both as to money matters and as 
far as their safety to the public is con- 
cerned. 








CLAIM MANAGERS TO MEET. 


Conference of Personal Accident Men 
to be Held in New York City Early 
Next Week. 

A call for a meeting of the claim man 
agers of personal accident insurance 
companies, to be held at the Hotel 
Manhattan, New York City, on Tuesday 
has 


next, been issued The gath- 
ering will be held at the sugg-s- 
tion of the executive committee of the 
international Association of Accident 
Underwriters. 
“The organization of this meeting 


will probably be conducted along lines 
similar to that of the Association, by 
which each company is entitled to tw 
delegates (cthers being guests) 

vote, of course, to each company.” 


two 
one 





The 3,012,000 of fire insurance car- 
ried upon the public property of To- 
ronto, has been renewed at a lower rate 
than was paid last year. 





EMPLOYERS’ LIABILITY. 
New York Commission Hears Some 
Sense and a Lot of Nonsense Upon 

the Subject. 








if not an altogether il- 
luminating session of the New York 
appointed to inquire inta 
condition in the Em- 
regarding 


An interesting 


Commission, 
industrial workers’ 
pire State, more particularly 
the liability of employers, was held in 
the city hall here on Thursday last. 

As might have been expected the 
meeting was attended by men of prac- 
tical ideas, and by humanitarians 
whose willingness to accomplish govod 
was unquestioned, though the means 
they suggested of attaining the desired 
end, was open to very grave doubt, 

Former Mayor Seth Low made the 
surprising statement that out of every 
dollar disbursed by the liability insur- 
ance writing companies, the injured 
workmen received but twenty-two 
cents. Because of this assertion the 
business of liability insurance has re- 
ceived not a little censure; all of it un- 
deserved. 


Where Mr. Low secured the figures 
upon which his statement was based, 
we do not know, but of this we are 


positive, that the records of the liability 


insurance writing companies show that 
the average claim settlement, includ- 
ing adjustments made direct, those 


through attorneys or by 
courts, averages thirty 
five per cent., or thirteen per cent 
more than is allowed by the ex-mayor. 

That this latter figure is too small io 


compromised 
direction of the 


be turned over to the injured man is 
freely admitted, and no one would ike 
to see conditions brought about thai 
would result in its increase more thau 
the underwriters. 

The insurance companies, however, 


do not create the law of liability. Each 


State fixes that. The underwriting cor- 
porations simply assume the liability 
put upon the employers by the several 
commonwealths, and their rates are 
based upon the individual State laws. 
The best evidence of this fact is found 


fluctuation of the tariff, 
high in the 
where the as- 


in the wide 
which is _ five 
commonwealths, 


times as 


newer 
sumption of risk, fellow servant, and 
superintendent defense has been abol- 


ished, than in the older States of 
the East, where the common liability 
is largely patterned after that so 
on the statute books of England 


long 


A large element of expense in hand. 
ling liability insurance is that of litiga- 
tion. Deplorable as is the fact, it is 





hard to see how thi: (can be avoided, 
experience demonstrating that but one 
case in eight isa valid claim under the 
law, and yet the other seven actions 
must be defended, else an employer 
would be held for damages beyond that 


contemplated by the statute. 
Underwriters Favor Workmen's Com.- 
pensation. 
It is a fallacy to contend that liabil- 


ity underwriters are opposed to the en- 
actment of a broad workmen's compen- 
sation act. Nothing is farther from the 
truth. What they dread though, is the 
adoption of such ambiguous legislation 
as was put upon the statute books of 
Great Britain a few years ago, the ap- 
nlication of which nearly wrecked a 
number of teanufacturers on the other 
and caused no end of embarrass 
ment to the underwriters. 
Legislation Needed. 
In order to operate intelligently lia- 


side, 


bility underwriters would ask that 
whatever form of legislation be enact: 
ed, whether drastic or mild, be so ex- 


plicit in its terms as to leave no room 
for doubt as to its meaning. Again, it 
hould remain stable for a given period 
of years, so that a proper experience 
might be had and the tariffs adjusted in 
accordance therewith, 

Third. The liability imposed should 
he along lines upon which the probable 
cost can be calculated. 
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WHAT PERSONAL ‘ACCIDENT INSURANCE IS.* 


A few months ago, a real estate 
broker caught his finger in his swivel 
chair and wrenched the nail off. The 
bandaged hand kept him from writing, 
but it did not occur to him to ask for 
a payment from the insurance company 
in which he had a policy, until he hap- 
pened to meet the agent who sold him 
the policy. His application brought 
him enough to pay the doctor’s bill. 
Many people like this broker think of 
accident insurance chiefly in connection 
with train wrecks; but in reality one 
of its chief functions is to reimburse 
policyholders for the minor casualties 
which interfere with their work. Acci- 
dents happen to more than half a mil- 
lion persons in the United States every 
year. If the entire population of a city 
the size of Baltimore should, by some 
great catastrophe, be instantly dis- 
abled, there would be an overwhelm- 
ing wave of sympathy evoked from all 
over earth; but, as accideats occur 
daily in every section of the country, 
the aggregate of a year’s accidents is 
overlooked. People seldom recognize 
the direct financial loss caused, unless 
the casualty happens to some one in their 
immediate circle, and at present only 
about 5 per cent. of the population 
carries accident insurance. A more or 
less disabling accident involves a direct 
monetary loss, not only in the enforced 
absence from shop or office but in the 
extra expense incurred for medical at- 
tendance, etc. 

An accident-insurance policy covers 
this contingency by providing either a: 
income extending over the period o 
disability or a specific amount in the 
event of death or the loss of limb or 
sight. By the payment of a compara 


tively small sum each year, therefore, 
a person can make sure of being in 
demnified for the financial loss due to 
an accident. 

Undoubtedly, it would be wise for a 
much larger proportion to have it, fo 
it tends to eliminate chance and ill 
_luck from men’s fortunes. For men, 
whether they have others dependent 


who live right up to 
wise precaution; 
precaution they 


upon them or not 
their income, it is a 
for it is the cheapest 
can take against the bad effects of an 
accident upon their fortunes For 
others, in other circumstances, it may 
or may not be wise. In most cases 
there is no moral obligation for a man 
to have accident insurance as there is 
for men with others dependent on them 
to have life insurance. It is a question 


of expediency, but a question which 
never arises in many people’s minds, 
because they know nothing about it. 


The current year marks the sixtieth 
anniversary of the establishment of 
the first successful accident insurance 
company—one which is still in exist- 
ence. That was an English company, 
and it was not until fifteen years later 
that a similar organization was founded 
in this country on sound principles. 
The first policies were written to cover 
the risks of railroad travel, which, in 
those days, were considered as more 
than usually dangerous. It was not 
long, however, before the principle was 
applied to accidents happening under all 
conditions, and this has been so elabo- 
rated upon that the percentage of in- 
demnity paid for accidents of travel 
is but a very small part of the large 
yearly totals. 

Now there are 
companies organized on the stock plan, 


with capital ranging from $100,000 to) 


$2,000,000, transacting personal acci- 
dent insurance in the United States. 
Their policy forms are mainly alike, 
the only material difference arising in 


the special benefits they offer outside | 
indemnities. | 
An accident policy written on the bet- | 
risks iad 


the ordinary ‘schedule of 
ter classes of risks, that is, 


A iomattin ennai by t! the promoters of the 


Southwestern Casualty C ompany, now in pro- 
cess of organization at Oklahoma City, Okla 


occupations do not expose them to any 
special hazard—provides indemnities 
according to the following schedule: 

$5,000 for loss of life, or two limbs, 
or both eyes. 

$2,500 for the loss of one limb. 

$1,667 for the loss of sight of one eye. 

$25 per week for the period of total 
disability up to a limit of $5,000. 

$5 to $20 per week for the period of 
partial disability not exceeding twenty- 
six consecutive weeks. 


Ordinarily these policies are written | 


on high-grade risks in the sum of $5,000 


for accidental death and $25 weekly in-| 


demnity. But similar policies are writ- 
ten with $1,000 death indemnities, for 
$5 a year premium. 

Total disability is defined as the in- 
sured being immediately, continuously, 
and wholly disabled and prevented from 
performing any and every part of the 
duties pertaining to his occupation; 
while partial disability implies being 
prevented from performing some ma- 
terial part of the important daily duties 
pertaining to his occupation. Thus the 
insured obtains complete indemnity, 
whether partially or totally disabled, 
and in many cases draws the partial 
disability indemnity after a period of 
total disablement. 

In most other forms of insurance, 
indemnity is paid under exact contract 
conditions. 


insurance. It is difficult to draw an 
exact line between total and partial dis- 
ability. Even in case of death, it is 
not always possible to tell whether the 
accident was the whole or merely a 
eontributory cause. And because of this 
necessary indefiniteness in the con- 
tract, it is very necessary for the wise 
policy holder to insure in a company 
with a reputation for fair and generous 
dealing. 

The schedule given above applies to 
the ordinary accidents one is likely to 
meet with in the pursuit of his usual 
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vocation or while about the streets or 
his home. Under certain conditions, 
if an accident happens, the benefits are 
doubled, through the operation of the 
double indemnity clause, which reads 
as follows: 

“The ordinary indemnaities are 
doubled when any loss is sustained by 
the insured: 

1. While riding as a passenger in 
or on a public conveyance, and regular- 
ly provided ‘by a common carrier for 
the transportation of passengers; or 

2. While riding as a passenger in 
any passenger elevator; or 

3. While within any burning build- 
ing as owner, guest, tenant, or em- 
ployee; or 

4. In direct consequence of cyclones 
or tornadoes.” 


Consequently, the principal sum un. 
der such conditions becomes $10,000 
and the maximum weekly indemnity 
$50. It frequently happens that, when 
a person is accidently injured to such 
a degree as to make only the weekly 
indemnity clause available, a specific 
sum for the injury, more acceptable 
than an indefinite amount depending 
upon the length of time he is disabled, 
is paid. This situation is met by a 
number of companies under a schedule 
of elective benefits. Thus, in lieu of 
the weekly indemnity, the company will 
pay under a $5,000 principal sum policy 
for loss of one or more fingers (at 
least one entire phalanx) $150; for loss 
of one or more entire toes $200; for 
complete hernia caused solely and di- 
rectly by accidental injury $70; and_so 
on, running up to an indemnity of $300 
for breaking an arm. 

Competition has developed numerous 
additional benefits without increased 
cost to the insured, such as specific 
sums for surgical operations, ranging 
from $5 for the amputation of a finger 
to $100 for the removal of an eye. These 
amounts are paid in addition to the 
regular indemnities. The companies 
in some cases will also advance $100 
for the removal of the insured when 
injured from the place where the ac- 
cident occurred to the care of his 
friends. A more recent development 
has ‘been the granting of the principal 
benefits to the insured if his beneficiary 
is killed or suffers the loss of sight or 
of limb while a passenger in a public 
conveyance or in a passenger elevator, 
or while in a burning building. 

Of course, the companies cannot of- 
fer their policies to every person at a 
uniform rate without regard to the haz- 
ard of occupation, any more than a life- 
insurance company can afford to insure 
the man of sixty years of age at the 
same rate as the man of twenty. A 
careful and exhaustive classification of 
risks has, therefore, been made and 
certain limits of indemnity placed up- 
on the more hazardous occupations. 
The several occupations of mankind 
are divided into ten different degrees 
of hazard in the following order: 


Select, Preferred, Extra Preferred, 
Ordinary, Medium, Special, Hazardous 
Extra Hazardous, Special Hazardous 


and Extra Special Hazardous. The first 
class comprises those whose business 
pursuits involve the minimum of dan- 
ger, while ¢he last class embraces those 
occupations that are highly dangerous, 
and the indemnity furnished them is 
only for accidental death, they being 
uninsurable for disability alone. An 
idea of the varying degrees of hazard 
may be had from the following sam- 
ples of classification: 


Limit of 
Class Occupation Death Risk 
og SETTLE Accountant............ $10,000 
Preferred ........ Bank Messenger or 
Ee 2,500 
Extra Preferred.. Dentist. ee 5,000 
Ordinary ........ Elevator ‘inspec tor.... 3,000 
Medium.......... Equestrian teacher... . 2,000 
GMOCIRE. 222 ccccese Market gardener...... 1,500 
Hazardous.. Gas well laborer....... 1,000 
Extra Hazardous Live stock shipper, 
tending in transit... 1,000 
Extra Special 
Hazardous..... Sailor or seaman...... 500 


It will be noticed that the limit of 


death risk varies, being in some cases! 
lower on a better grade of occupation 
than on a more hazardous one. Thus 
a ‘bank messenger. while classed as 
Preferred as against a dentist’s classi- | 
fication of Extra Preferred can get only 
half the death indemaity of the latter, 
because he is more liable to attack at 
the hands of robbers and, therefore, 
runs a greater risk of being killed. 


The cost of accident insurance de-| 
pends upon the classification of occupa- | 
tions. The basic rate being compiled 
on a policy of $5 weekly indemnity and 
$1,000 for accidental death, the annual 
charges for the several classifications 
for policies without the double benefit 
clause are as follows: Select, $4; Pre- 
ferred, $5; Extra Preferred, $6; Ordi- 
nary, $6.50; Medium, $10. Special, $12,- 
.50; Hazardous, $15; Extra Hazardous, 
$20; Special Hazardous, $25; Extra 
Special Hazardous, $30. The first four 
classifications only are insured under 
the double indemnity or combination 
form, for which an extra charge of $1 
per thousand principal sum is made. 

Unlike a life-insurance contract, 
which after a few years has some defin- 
ite surrender value to it, the accident 
policy expires automatically at the ex- 
piration of a given period and has to 
be renewed either by paying another 
premium or by making a new applica- 
tion. In order to encourage the in- 
sured to continue their policies from 
year to year, many companies are now 
offering increased benefits for yearly 
renewals. If the insured, after carry- 
ing the policy for one year, will pay 
immediately the ensuing year’s pre- 
mium, the company increases the bene- 
fits payable 10 per cent. and continues 
such increase to a maximum of 50 per 
cent. It follows, therefore, that, if the 
insured pays to one company six con- 
secutive annual premiums, his policy 
increases from $5,000 to $7,500 princi- 
pal sum and from $25 to $37.50 weekly 
indemnity, tthe double indemnity bene- 
fit also increasing in the same propor- 
tion. ° This feature is for the encourage- 
ment of persistency, but there are still 
various differences of opinion not only 
as to its efficiency, but also as to its 
wisdom in imposing extra liability upon 
the companies without an increased | 
rate of premium. 

But it is worth while to say again | 
that one should ‘be sure of the com- 
pany’s reputation ‘before insuring; for | 
while accident insurance is not as im- 
portant as life insurance, the contracts | 
are less specific and a niggardly com- } 
pany has more opportunity to get out | 
cf its obligations. Also the better com- 
panies often pay claims not strictly 
due under the contract, but which, by 
reason of some unexpected condition, 
seem fair. A good deal depends upon 
the company’s attitude when such curi- | 
ous claims as the following are present- | 
ed: 

“One policy-holder swallowed a gold | 
tooth and drew five weeks’ indemnity. 

“Another patron lacerated his thumb 
‘while cutting coupons.’ 

“Another was ‘bitten by a lobster,’ 
so he wrote the company. 

“A man struck a match at the desk 
of a hotel clerk and the head of the 
match flew off and landed in the ear 
of the hotel clerk, totally disabling him 
for twenty-seven days. 

“A Pittsburg policy-holder placed an 
electric fan beside his bed on a hot 
night, and while asleep stuck his foot 
into the fan, waking up minus a big 
toe. 

“A young man working in a saw mill 
lost his finger ‘monkeying with the buzz 
saw.’ When he recovered, he went 
back and promptly lost another finger 


‘showing a friend how he lost the first 
one.’ ” 





Former Assistant Attorney Blake 
of Missouri has ‘been appointed Insur- 
ance Commissioner of Missouri suc- 
ceeding James Kennish, resigned. 





Will buy or absorb the subscriptions to stock in 
a Casualty Insurance Company where for any reason 
the organizers desire to sell or abandon plans. What 
have you to offer?  Strictest confidence assured. 


BOX No. 17 


EASTERN UNDERWRITER 











BONDS—CASUALTY 


AGENTS | Can command Bond 
or Casualty business 


Are seeking an 

IF Agency connection 
Are not representing 

another like Company 








you 


Address AGENCY DEPARTMENT 


THE EMPIRE STATE SURETY COMPANY or NEW YORK 














“WANTED” 


OPPORTUNITY FOR LIABILITY UNDERWRITER—One of the 
Strongest Companies writing all casualty lines, desires a capable and 
experienced LIABILITY Underwriter to take full charge of its 
Liability department. All communications confidential. 

Address M. E. 
In Care of THe EastERN UNDERWRITER 
105 William S:reet, New York 











CUNNINGHAM & CO. 


1 LIBERTY ST. 
New York City 


GENERAL AGENTS 
Personal Accident and Health 
Department of 
The 


COLUMBIAN 
NATIONAL LIFE INS. CO. 


. ATWOOD, 
KIMBALL C. A Prestéom, of Boston, lass. 


eo sieeesbaeen The most up-to-date Accident and 
\ Health Policies issued 
Health Policies issued separately 





4cOINT INSU pays COMPIM? 
of New York 
SUPERIOR POLICIES 

















APITA HESERVE 


Allforms Of Accident Sickness, “ust 
Liabilit ly Insurance 


STANDARD 


Accident Insurance (0 


Detroit. Michigan. 











THE EASTERN UNDERWRITER. 


November 18, 1909. 











UNITED SURETY COMPANY 
ye BALTIMORE.MD. 


JOHN B. MURPHY. 
RESIDENT VICE-PRESIDENT 


New York Office, 84 William Street. 


TELEPHONE 1770-71 JomN. 











WANTED 


SALARIED FIELD MEN 
THE SECURITY LIFE INSURANCE COMPANY OF AMERICA 
W. O. JOHNSON, President 
ROOHERY BLDG., CHICAGO, ILL. 
Would like to hear from men with clean records 
in Ohio, Tennessee, Missouri, Kansas and Illinois 
Address President’s Office 
J. B. SELLS, Assistant to President 











The Great Western Life Insurance Co. 
KANSAS CITY, MISSOURI, U. S. A. 








DESIRABLE TERRITORY 





AVAILABLE TO KEEN, saeco 
oe GEO. STEVENSCN, JR., 
PRESIDENT 
sansa ichniguamataas JAMES CHAPPELLE, 
SECRETARY 


THOROUGHLY 
UP-TO-DATE POLICIES 


T, A. NORRIS, 


AGENCY SUPERINTENDENT 





CORRESPONDENCE 
DIRECT WITH THE COM- 
PANY SOLICITED 
































“NOBODY CAN'T MAKE NOTHIN’ 


FOR NOBODY FOR NOTHIN’ 


A bit of tramp philosophy clothed in crude English but never- 
theless serving in a unique way to express our sentiments to 
thousands of agents everywhere. 


Incaleulable are the number of men applying themselves 
diligently, but each year finds them no further advanced than the 
preceeding one. 


Why is it? How would you explain the steady advancement 
of a friend or acquaintance whom you are sure possesses no more 
ability than yourself? 


This person, if the facts bs known is a “live wire” charged 
with a high voltage of energy and initiative. He believes firmly 
that he “can’t make nothin’ for nobody for nothin’” and loses 
no time in putting the conviction into practice by breaking away 
from old connections and stepping out of the “rut.” He identifies 
himself with people of a like calibre who think and work along 
similar lines. In a short time he is receiving a first class com- 
pensation and in return produces and “ makes good,” knowing as 
he does that it is worth his while. 


Why don’t you follow in the path of the successful man and 
do the same? Now is the time for here is the opportunity and 
opportunity waits for no one. This company will place you ina 
position that is attractive both in remuneration and proposition. 
Digest what has been said and get in touch with us either by a 
visit or communication and the return mail will enlighten you 
more explicitly. 


UNION NATIONAL LIFE INSURANCE CO. 


PHILADELPHIA, PENN’A. 


W. E. A. WHEELER, President 
HOME OFFICE, PENNSYLVANIA BULLDING 





THE SPIRIT OF UNREST 


Are you afflicted with it because of a small income? It’s the company’s 
fault, not yours. Make a change for the better, 
Associate yourself with the 


EQUITABLE LIFE OF SAN ANTONIO, TEXAS 


RICHT NOW-WRITE NOW 
I. J. McGEE, San Antonio, Texas 








getting names on the dotted 


line, or in other words 
making real money in sizable amounts. It isn’t im- 
possi abi Os eengeacen It isn’t lucky chance or a 


URITY MUTUAL LI 
to connecting wi 


most in a p! — 


ica , write to 
1G. H. JACKSON, Sup’t of Agencies, Borcuaxtox, N. Y. 











LOGUE BROTHERS & CO. 
249 FOURTH AVE., PITTSBURG, PA. 


GENERAL AGENTS 
REPRESENTING THE 
GEORGIA HOME INSURANCE CO. 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 








STATE MUTUAL OF GEORGIA 


Is the Largest Southern Non-Industrial Life Company 
FINANCIAL STATEMENT, JUNE 30, 1909 
Admitted Assets - - - - - - $2,337,577.52 
Legal Reserve - - - - - - 2,068,581.97 
Net Surplus - - - - - - - 204,657.85 
$40,000,000 INSURANCE IN FORCE 


STATE MUTUAL LIFE INSURANCE CO. 
Head Office: ROME, GEORGIA C.R. PORTER, President 














THE CREAT SOUTHWEST! 


UNQUESTIONABLY THE 


“LAND OF OPPORTUNITIES” 


In the Insurance Business. We want to get in touch with some Live Agents. 





Write for particulars concerning the ‘‘ Stockholders 
Executive Bureau ’’ Contract. 





Mid-Continent Life Insurance Company 
MUSKOGEE, OKLAHOMA 








SAMUEL QUINN, Fiscal Agent 






























